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Put Up or Shut Up 


OW we must “put up or shut up.” 

All along we have agreed, and 
proclaimed, that credit unions have 
not begun to serve the field they could 
and should serve. We estimated that 
in Canada and the United States there 
were at least ten times as many groups 
of employees and communities need- 
ing credit unions than had them. And 
we noted that our existing credit 
unions were serving only about one- 
third of their potential memberships 
But we said, “Just wait till after the 
war is over. Now there is not the need 
for credit union Everybody 
has more money than he knows what 
to do with. No one can buy cars or 
refrigerators. And anyway with all 
these long hours on the war job, and 
the turnover in credit union leaders, 
we just can’t do any aggressive pro- 
motion of credit unions and credit 
union service. Just wait till after the 
war is over. Then watch our smoke.” 
Not every credit union talked that 
way, of course. Many did outstanding 
jobs during the war—increased their 
memberships, got a larger share of 
their members’ loans, strengthened 
their positions in all respects. But on 
the whole we let go, and as a result 


slipped back 


service 


But now.... 

But now the war is over. 

We have thrown our hats or bits of 
torn paper into the air and cheered 
and made good resolutions about the 
brave new world we are going to 
create. In our respective ways we 
have drunk out toasts—paid our re- 
spects to our valiant fighters and to 
that brave new world. Humdrum 
peacetime routine is settling down 
upon us. It might easily stifle us, and 
all our resolutions. 

But the fact remains that we credit 
union people have more time for our 
credit union work than we have had 
for years; and a greater need for 
credit union service. 

On the other hand, other loan agen- 
cies are prepared to give us more 
competition than ever before. Partly 
because of the example we set them. 
banks for instance are entering the 
small loan field very aggressively 
Their interest rates are attractive: 
their service is attractive; their pro- 
motion is exceedingly attractive. 

No Other Serves So Well 

But still no other thrift and loan 
agency offers quite so convenient or 
economical or understanding service 
as the credit union does when it is 
operated by alert and wise leaders. 
In addition the credit union provides 
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a means of democratic control cf 
money that is of value to the indi- 
vidual and to society in the face of 
the increasing dangers of monopolistic 
control. 

The real significance of the credit 
union is not so much the dollars it has 
saved the wage and salary earner; it 
is more the demonstration that by 
joining together men can help each 
other solve their joint problems to 
their mutual benefit. Man has been 
learning this and demonstrating it 
since the beginning of time, but still 
he continues to revert to barbaric in- 
dividualism, especially in economic 
fields. 

But lately man seems to have been 
learning more rapidly. The just-seen 
rise and fall of dictators seems to 
have hurried the process along. The 
United Nations Charter is an impor- 
tant evidence of the growth of politi- 
cal democracy. And the attention 
given social and economic problems 
in that charter stresses the now-rec- 
ognized importance of economic de- 
mocracy in a world dedicated to 
peaceful accomplishments. 


Credit unions are economic democ- 
racy in practice. That is, the good 
credit unions are; those that keep 
their members and potential members 
informed about the affairs of the credit 
union; those that have interested and 
active members; those that have a 
respected place in their communities; 
those that have weli-attended and 
worthwhile annual meetings; in other 
words, those that are truly owned and 
operated by and for their members. 

That is why it is so important that 
we “put up” now that the war is over. 
May we never “shut up.” 

Let’s begin by putting the Third 
Annual International Credit Union 
Membership Drive way over the top. 
Let’s go! 








Sing high! Sing low! 
Third 
Annual 
International 
Credit Union 
Membership Drive 
Let's go! 
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Introducin eg ourselves 


to the veterans 
by Jack Dublin 


MERICANS like their fellows in 
A other lands are now absorbed 
in peacetime problems. Re- 
conversion—full employment — relief 
and rehabilitation of war-torn nations 
—these, and a host of other goals are 
before us. Among them is the neces- 
sity of furnishing sound consumer 
credit to the veterans of this war. In 
this field the credit union system is 
particularly capable of great service. 
Credit unions have over three dec- 
ades of successful experience in ex- 
tending sound consumer credit in the 
United States and Canada. This ex- 
perience must be brought to the aid 
of both countries now. It must be 
done with the assurance that attends 
success and with the confidence that 
is born of ability. 

Now, if ever, is the time for pub- 
licity and widespread educational ac- 
tivity. Now is the time for credit 
union leagues and chapters to make 
contacts with civic committees, labor 
and management officials and with 
veterans organizations, all of whom 
are anxious to help in returning the 
veterans to civilian life. Likewise, 
Selective Service officials and the 
American Red Cross, to whom vet- 
erans regularly turn for assistance, 
should be given information about the 
special services available through 
credit unions. 

No single segment of the potential 
consumer public has received more 
publicity than the returning service- 
men and servicewomen. And rightly 
so, because these are the men and 
women who, having endured so many 
privations and hardships, will be the 
most eager to enjoy all of the living 





Jack Dublin in civilian life was principal 
credit union examiner in the Chicago office 


of the Federal Deposit Insurance Corpora- 
tion; is now in the U. S. Army. 
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comforts our peacetime economy af- 
fords. What soldier or sailor, far from 
home, has not savored in his day- 
dreams of owning a new automobile? 
What WAVE or WAC has not for- 
gotten the day-to-day discomforts of 
military life in her dreams of the 
home she and her family will someday 
possess? 

In a previous article I stressed the 
urgent need for short-term loans to 
the veterans who will need furniture, 
clothing and automobiles. When that 
article was written, the end of the war 
was just a fond hope, and only a few 
thousand veterans were being re- 
turned to civilian life each month. 

Today, with peace a reality, plans 
have already been made to discharge 
over 5 million soldiers in the next 18 
months. President Truman set that 
quota on the very day that peace was 
declared; his estimates may be revised 
upward as public opinion continues to 
urge the release of service personnel. 
At the same time, industry is rushing 
plans to supply the market with ci- 
vilian goods. It is estimated that more 
than 4 million automobiles will be 
produced in 1946. All of this means 
but one thing—sound consumer credit 
must be made available at once to 
lubricate the commercial processes 
which bring the products of industry 
into the hands of consumers. 


A Key Point 

A key point at which the credit 
union way of extending consumer 
credit can be made known to the vet- 
eran is at the point of separation from 
the service. An imposing number of 
army and navy separation centers are 
today processing military personnel 
for discharge, and additional centers 
are scheduled for early opening. Army 
and navy hospitals perform the same 
functions on a lesser scale. Every 
serviceman and servicewoman, prior 
to discharge, is interviewed by a mili- 


tary counselor who is specially se- 
lected and trained to advise him as to 
his rights and privileges under Federal 
and State laws, and to refer him to the 
resources of his home community. 
Many times the dischargee is con- 
cerned with the elusive loan benefits 
of the G.I. Bill of Rights, and many 
times the counselor must regretfully 
inform him that the Bill contains no 
provision for his greatest immediate 
need, a short-term loan at a reason- 
able rate of interest. At such times 
the counselor, if properly informed, 
could acquaint the dischargee with 
the possibility of credit union service 
at his intended place of employment 
Military counselors are always on 
the alert for information that will be 
useful to the veteran, whether it be 
in the fields of credit, employment, 
education or other phases of civilian 
living. Other institutions, such as 
banks, schools and social agencies, 
have made their services known by 
sending representatives to the separa- 
tion centers to explain their functions, 
and by furnishing pamphlets for dis- 
tribution to interested separatees. 


List a Springboard 

The list of army separation centers 
offers a springboard to the efforts of 
the enterprising league and chapter. 
Check it to see whether there is a 
center in your vicinity that merits an 
immediate visit; call on the Com- 
manding Officer. Then draw up your 
own list of organizations and persons 
to be contacted. The curtain is just 
rising on the greatest era of consumer 
credit extension in history. As lead- 
ers of the credit union movement, ou: 
leagues and chapters owe it to their 
member credit unions to publicize the 
advantages of sound consumer credit, 
extended in the credit union way. 


Separation Centers 
Camp Chaffee, Arkansas. 
Camp Beale, California. 

Fort MacArthur, California. 

Presidio of Monterey, California 

Fort Logan, Colorado. 

Camp Blanding, Florida. 

Camp Gordon, Georgia. 

Fort McPherson, Georgia. 

Fort Sheridan, Illinois. 

Camp Atterbury, Indiana 

Fort Meade, Maryland. 

Fort Devons, Massachusetts. 

Camp Shelby, Mississippi. 

Jefferson Barracks, Missouri. 

Fort Dix, New Jersey. 

Fort Bragg, North Carolina. 

Indiantown Gap Military Reserva- 
tion, Pennsylvania. 

Fort Bliss, Texas. 

Fort Sam Houston, Texas. 

Fort Douglas, Utah. 

Fort Lewis, Washington. 

Camp McCoy, Wisconsin 
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St. Louts Chapter 
Membership Drive 


“Twelve million out of 130 million 
Americans in our credit unions means 
that our job (in the United States) is 
only 10 per cent complete. Surely a 
membership campaign is needed now, 
both by the organization of new credit 
unions and by the obtaining of new 
members for our already established 
credit unions. Certainly both of these 
objectives are of utmost importance.” 


HE ST. LOUIS CHAPTER par- 
ticipated actively in the 1944 


membership drive and plans to 
take part even more fully in the Third 
Annual International Membership 
Drive this year. 

The co-chairmen of the campaign 
have set a goal calling for an increase 
of 50 per cent over last year’s goal. 
In other words, the goal set for the 
1945 membership campaign in the St. 
Louis Chapter is, at least, 1,500 new 
credit union members. 

Our Chapter Membership Commit- 
tee is headed by co-Chairmen, who in 
turn select 16 committee members. 
The organization includes four areas, 
or zones, with four committee mem- 
bers assigned to each zone. This di- 
vision into zones is partly an adminis- 
trative matter, and then the matter of 
competition is another reason for the 
arrangement. 

Frequent Contact Helps 

Close contact is kept prior to, dur- 
ing, and immediately following the 
close of the membership campaign 
with each chapter credit union. Con- 
tact prior to the campaign to stimulate 
interest in the coming drive for new 
members, contact during the cam- 
paign to further and develop efforts 
toward getting new members, and 
contact following the campaign to 
measure the results obtained as to 
new members. Contacts are made by 
post-cards, campaign letters and phone 





Ray J. Butler is for the second year co-chair- 

man of the St. Louis, Missouri, Credit Union 

Membership Campaign Committee. He is 

past president of the Carter Credit Union: 

past president of the St. Louis Chapter: and 

a director of the Missouri Mutual Credit 
League. 
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Provides Helpful Guide to Others 


by Ray J. Butler 


calls to the individual credit union 
chairman. 

A successful campaign requires a 
certain outlay of finance, and inas- 
much as the membership campaign 
is not a money making project, the 
chapter treasury is called upon to sup- 
port the campaign financially. 

The organizational set-up as men- 
tioned above is designed to reach the 
individual credit union, for it is there 
that the new members may actually be 
enrolled. Each credit union is urged 
to select a general chairman who in 
turn sees to it that lieutenants for 
each division or department are se- 
lected. The lieutenants in turn select 
the necessary number of campaign 
workers as the individual circum- 
stance dictates. 

The success of the membership cam- 
paign depends largely on the effective 
working together of all units, there- 
fore, the general chairman of each in- 
dividual credit union keeps closely in 
contact with the leader of the particu- 
lar zone in which the credit union is 
located. The responsibility of the close 
relationship rests with the leader of 
the zone, it being the duty of said in- 
dividual to follow-up for information 
requested from time to time which 
fails to be forthcoming from the indi- 
vidual credit union. 


Program of Chapter Committee 

The Chapter Membership Commit- 
tee, through the zone leaders, requests 
from each credit union at the start of 
the campaign the names of general 
chairmen, and the number of mem- 
bers at the start of the campaign. To 
do this the committee mails each 
credit union a “pep” letter enclosing 
a return card. We make the requests 
on return card as simple as possible. 
This information being essential it is 
necessary to follow-up when the in- 
formation is not received. Some fol- 
low-up can well be done through use 
of a portion of the chapter meeting 
notices of meetings. The membership 
campaign chairman may well use a 
portion of chapter meetings to adver- 
tise the membership campaign and to 
thus build up general interest in same. 

Progress of the membership cam- 
paign, is checked monthly during the 








Organizational Set-up 


St. Louis Chapter Third Annual 
International Membership Cam- 


paign 


Credit Union National Association 
Cuna Executive Committee 
(President West’s Proclamation) 


Missouri Mutual Credit League 


Executive Committee’s 
drive resolution 


St. Louis Chapter 
Membership Committee 
Co-chairman 
16 Committee Members 
Four Campaign Zones 
North, Central, South, West 


Individual Credit Union 


General Chairman 


Lieutenants for each division, 
department, and so forth. 


Lieutenants’ select drive 


workers. 


Workers make personal con- 
tacts for new members; aid in 
distribution of drive materials, 
bulletins, poster, and so forth 











campaign by use of double post-cards 
requesting membership data at the 
various periods. These cards are sent 
by the Chapter Committee and reports 
to said committee requested. Zone 
leaders assist in getting this material 
from credit unions in the zones that 
fail to return the cards promptly, these 
contacts made to the Campaign Chair- 
men, or treasurers, of the individual 
credit union, by telephone, or other- 
wise. 
Periodical reports of progress are 
given as often as possible during and 
immediately after the membership 
campaign, these reports made both 
verbally at meetings and in bulletins 
sent to credit unions from time to 
time. The membership campaign 
should be “plugged” at every oppor- 
tunity, to interest every possible mem- 
ber to add his or her bit, however 
small, to the success of the campaign. 
Aid and assistance is given to indi- 
vidual credit unions in facilitating 











drives in their own particular credit 
union. The chapter committee dis- 
tributes material of various kinds to 
stimulate interest in the campaign, 
such as bulletins, poster displays, 
snappy cuts or designs for pay-roll 
insert cards, etc. : 


Desk-Blocks Help 

Desk-blocks and cards were used 
by many chapter credit unions dur- 
ing the membership campaign last 
year. The chapter membership com- 
mittee provided the desk-blocks and 
original set of five cards to all credit 
unions in the chapter upon request. 
The sets were displayed at chapter 
meetings in connection with the mem- 
bership drive. Each credit union was 
urged to make up additional cards to 
fit individual credit union heeds. The 
use of the desk cards proved very 
popular in campaign last year and 
the committee plans to extend use of 
same in the present campaign. (See 
cuts.) 

These might advantageously be dis- 
played on desk in office; on clerk’s ta- 
ble in plant or factory; near time 
clocks; in plant restaurants, recrea- 
tion rooms, and in similar places. 
Cards should be changed frequently; 
may be more effective if colored. 


Other Methods 

Talks during lunch periods and 
recreation periods may do much to 
promote credit union membership in 
many groups. The chapter committee 
can well assist local credit union 
chairmen in this connection. The use 
of phonograph records and movies 


telling the credit union story are ef- 
fective means of getting new mem- 
bers. 

Workers who solicit new members 
should be given recognition for their 
efforts. This may well be done through 
bulletins or posters showing the stand- 
ings regarding new members, as to di- 
visions or department. 

One local credit union makes a 
practice of having a social gathering 
for the best workers in the campaign 
for new members, and this year plans 
call for a dinner for the leaders. Prizes 
can well be given by a credit union 
to the individual persons securing the 
largest number of new members. A 
personal letter from the credit union 
president, or treasurer, is appropriate 
recognition to the drive leader for his 
accomplishments during the campaign. 

Proper recognition for work accom- 
plished by individual credit unions can 
well be given by the general chapter 
committee. The leading credit unions 
in each of the four zones can be noted 
in material going to all chapter credit 
unions and mention can well be made 
of same at chapter meetings. 

The chapter membership commit- 
tee should be constantly supplying in- 
formation and inspiration to the indi- 
vidual credit union membership cam- 
paign leaders. The one thought that 
increasing our membership to induce 
savings and thus defeat the “ugly 
demon” of inflation, is reason enough 
for a membership drive, should be 
stressed at all times throughout the 
campaign. 

One local credit union leader ex- 
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DON’T ,, 
T put off until Tomorrey 


u hat vou can do 


Join the Cred;t Union 


Today 


Vou J 





pressed his approval of the coming 
1945 Membership Campaign as fol- 
lows: “Our own credit union has re- 
moved all restrictions on share pur- 
chases. While we have much money 
other than invested in loans to mer 
bers, and have much invested in Gov- 
ernment bonds of various types, we 
still hesitate to put anything in the 
way to stifle any savings. Hence, the 
lid is off on savings in our credit union 
and we are in the Third Annual Inter- 
national Membership Campaign 100 


per cent.” 





A Dollar Saved 
is a Dollar Earned 


Save the CREDIT UNION Way 








A Friend In Need 
is a Friend Indeed! 
Your CREDIT UNION is Your Friend 








Put your DOLLARS to work for 


VICTORY 
the Credit Union !y 








DON’T put off until Tomorrow 


what you can do Today 


Join the Credit Union Now! 











TIME and TIDE 
WAIT FOR NO MAN 





Neither Does Your INCOME TAX 
-- but Your CREDIT UNION is Waiting 
for You 





Join Now! 











...«.+ @ selection of additional cards. 








HEN a member of your 
credit union applies for a 
loan he reason. He 
isually needs money for some provi- 


has a 


dent or productive purpose. Howeve1 
vhen application reaches the 
credit committee does it reflect the 
warm reason that caused the applicant 
to sign it? 

During the few years many 
credit union officials have been faced 
with the problem of making provident 
and productive members 
without hampering the war effort 
Consequently many worthy loans 
have been discouraged because of lack 
of information and because of self- 
imposed restrictions. Seeing the need 
for.more thorough investigations of 
loan application—not to find reasons 
for refusing the loans, but instead to 
examine more thoroughly everything 
which might support the brief purpose 
written on the application—two of us 
built a chapter meeting program 
around one loan application. 

Here is the loan application which 
was presented to members of the Lake 
County Chapter in Gary, Indiana, at 
last fall. How would you 
vote upon it if you were a member of 
the credit committee? 


the 


past 


loans to 


a meeting 


The Application 

John Doe of Rural Route 1 wanted 
to borrow $600 for a period of 12 
months and the loan was to be paid in 
12 monthly installments of $59 each, 
plus interest. The money was to be 
used as follows: $390 balance on pres- 
ent credit union loan; $300 to purchase 
material for chicken house and chick- 
The security offered was a 1935 
Chevrolet and household furniture. 
The applicant's statement showed that 
he was then paying for a home at the 
rate of $5) per month (payment in- 
cluded interest, taxes and insurance) 
The $4,000 mortgage on his home has 
been reduced to $3,000. The neighbor- 
heod grocer held a current bill of 
$52.49. He had been steadily em- 
ployed as a clerk since 1934 with a 
present rate of 95 cents per hour and 
was working 48 hours per week. He 
was supporting a wife and 5 children. 


ens 





Lawrence P. Hurter is now a credit union ex- 
aminer for the Federal Credit Union Section 
of the F. D. I. C. He was formerly treasurer 
of the Cities Service Federal Credit Union, 
East Chicago, Indiana; and secretary-treas- 
uror Lake County (Indiana) Credit Union 
Chanter. This article is an adaptation of a 
program presented at a meeting of the Lake 
County (Indiana) Credit Unicn Chapter, which 
was prepared by Mr. Hurter and M. J. Crisak, 
treasurer-clerk of Gary. Indiana, Sheet and 
Tin Mill Federal Credit Union; now also 
secretary-treasurer of the chapter. 
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Four Steps 


Can Make a Great Difference 
In Your Loan Business 


by Lawrence P. Hurter 


You now have all of the information 
contained in the application. Would 
you approve this loan? Yes 
No 

If you voted “yes,” you would be 
taking a liberal and helpful attitude 
toward the borrower, as you of course 
should, but would you be giving due 
consideration to the safety of your 
credit union? 


What Record Reveals 

If you voted “no,” would you go to 
the applicant and tell him that he is 
“out of luck,” or would you check 
over his previous record in the credit 
union? If you checked his record, you 
would find that he had borrowed three 
times during the past year or so for 
various purposes, each time going into 
debt a little further. You would also 
notice that he had accumulated small 
savings from time to time which he 
frequently withdrew. The 1936 Chev- 
rolet was used as collateral each time 
and he was never delinquent. 

Would this information causé you 
to change your decision? Would you 
now approve? Yes ——. No . 

While you naturally want to help 
the man obtain the loan, you have no 
intention of overburdening him. Yet 
when you look at the financial and 
statistical report you see that large 
“Cash in Bank” account. The bor- 
rower is not the only one with a prob- 
lem. 











Talk With Applicant 

Suppose that you felt it was a good 
loan from the standpoint of the credit 
union. Would it be a good loan from 
the s'andpoint of the borrower? On 
the other hand, in the event that you 
voted “no” again, would it not be 
better to see what the chairman of the 
credit committee discovered in an in- 
terview with the applicant before 
making a definite decision? In a talk 
with the applicant the chairman found 
that this man had purchased five acres 
f ground along with his house. He 





raised enough vegetables for his own 
table with some left over to sell. How- 
ever, the payments on his mortgage 
were a little steep and were some- 
times hard to meet. He was still not 
behind in these payments though. 
With a better view into the appli- 
can’t affairs, what would now be your 
disposition? Yes ——-. No ——. 


Committeeman Makes 
Observation 


Should you again vote “no” (or pos- 
sibly “yes’”’) it might still be advisable 
to find out what one of the other 
members of the credit committee had 
observed. Living near this fellow, the 
committeemen had seen him stop in 
a nearby tavern quite frequently. It 
was easy to understand how such a 
practice might use up money that 
could be used more wisely for the 
benefit of his entire family, it being 
composed of his wife and five children 
ages 10, 8, 6, 4, and 2. However, he 
was never seen drunk. 

Record here your vote after hear- 
ing the committeeman’s observation. 
Yes ——. No 


Committeeman Visits Home 

At this point you might easily be 
convinced that the loan should be 
turned down. Not so, however, with 
the third member of the credit com- 
mittee. Upon visiting the applicant's 
home, for the purpose of checking his 
furniture and interviewing his wife. 
the third committeeman discovered 
that one of the children had been 
seriously ill recently which created a 
sizable doctor bill. The bill had al- 
ready been paid. A check of the fur- 
niture found it to be in good condi- 
tion and about average quality and 
the family car in fair shape. 

It was brought out that he and his 
wife were worried about how they 
could meet all their expenses, finally 
coming to the conclusion that with ex- 
tra money earned through raising 
chickens, selling them and _ selling 
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eggs, they would have an extra source 
of revenue. Furthermore, they would 
have more eggs and meat for their 
table. 

It was also revealed that he had had 
experience raising chickens as a boy 
on his father’s farm and knew the 
business. Realizing that the money 
would be used to enlarge and imprcve 
the present chicken house and buy 
more chickens, thereby affording a 
greater income and a better stocked 
larder, would you say that this added 
investigation was in vain? 

With this final information how 
would you vote? Yes No 

Assuming that the foregoing inves- 
tigation has convinced you that the 
loan should be made, do you feel that 
your obligation to the credit union and 
borrower is complete? No, you should 
still go one step further. In so doing, 
you can be of far greater service to 
the member than ever before. This is 
where you “follow through.” From 
time to time ask the borrower how he 
is progressing in his undertaking. 
Take a glance at his account occa- 
sionally. Make it your business to as- 
certain whether or not the borrower 
has actually been helped. 








The Four Steps 
Summing this up into some kind of 
guide which could be followed in ap- 
proving all loans, it could be divided 
into four steps as follows: 


1. Get THE Facts—ALL or THEM 

In the case at hand all the facts were 
not obtained until the applicant’s ac- 
count record had been checked, com- 
ments had been received from one 
credit committee member and another 
had visited the borrower’s home 
where he found that a child had been 
seriously ill and required much medi- 
cal attention. 


2. WEIGH AND DECIDE 


The fact that a man did not pay 
back his entire loan, but instead kept 
borrowing, should not be cause for 
loan refusal. Doctor bills kept putting 
him behind. The fact that the appli- 
cant was seen going into a tavern does 
not prove that he drank—he raised 
vegetables and may have been selling 
them to the tavern lunch counter. 
After all the necessary facts have been 
obtained, then and only then can you 
make a fair decision. 


3. Take ACTION 
In the final analysis it was decided 
to approve disapprove 
the loan application. 





4. CHECK THE RESULTS 
a. Ask borrower from time to time 
how he is getting along. 
b. Check his ledger account occa- 
sionally. 
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c. Find out if the borrower has ac- 
tually been helped by the action you 
took. 

By following such a procedure on 
all loan applications in which the cir- 
cumstances are not fully known, there 
are two distinct advantages to be 
gained: (1) Your credit union will 
probably make more loans and (2) 
those loans that are made will tend to 
be more sound. 

And how does it affect the indi- 
vidual borrower? Would there be any 
advantages for him? 

Suppose that his loan were to be 
turned down just because the credit 
committee failed to find out that it 
was worthy and safe. That would have 
bad effect upon the borrower, as well 
as the credit union. 

On the other hand, by digging out 
all the facts you would stand a chance 
of exchanging ideas and information 
with the borrower which would save 
him additional money and at the same 
time furnish you with knowledge for 
use in future investigations. 


To repeat: 


Get the facts—all of them 
Weigh and decide. 

Take action. 

Check results. 


eae 


Victory Loan Facts 


Tue U. S. Victory Loan Drive will 
extend from October 29 through De- 
cember 8. 
@ The national goal is 11 billion dol- 
lars (four billion by individual pur- 
chasers; seven billion by non-bank 
investors). The government hopes to 
sell two billion dollars in Series E 
bonds during the drive. 
@ The following securities will be 
sold during the drive: 

Series E, F, and G savings bonds. 

Series S savings notes. 

214 per cent Treasury bonds on 
1967-72, maturing December 15, 1972. 

2% per cent Treasury bonds of 
1959-62, maturing December 15, 1962. 

% per cent certificates of indebted- 
ness, maturing December 1, 1946. 
@ The special $200 Series E bond 
bearing picture of Franklin D. Roose- 
velt will be offered for the first time 
during the drive. A special effort will 
be made to sell that particular bond. 
@ This is the eighth of the “war” bond 
drives but will be officially known as 
the Victory Loan. Funds obtained will 
be used largely to liquidate obligations 
assumed by the government for war 
supplies already received, to wind up 
war activities, and to bring the armed 
forces home. 








A Chapter Program 


R. HURTER outlines the 

following steps as sugges- 
tions for those chapters who 
may wish to present a program 
similar to the one he tells of in 
the accompanying article. 


Preparation 

1. Make up enough “Applica- 
tion for Loan” forms—with the 
pertinent information thereon— 
so that each person present may 
receive a copy. 

2. Number four large enve- 
lopes from one to four, inclusive, 
and place the appropriate infor- 
mational step in each envelope 
so that the facts will be pre- 
sented in the proper sequence. 
After the vote is taken on the 
application as presented, the 
step in envelope 1 is read. Then 
the second vote is taken. And 
so on. 


Notes for Discussion Leader 


Step 1. Select four people in 
the audience. Give each of them 
one of the envelopes. Distribu‘e 
a copy of the “Application for 
Loan” to each person present. 
Ask the secretary to record the 
voting after each step. 

Step 2. Read the “Application 
for Loan” slowly, pointing out 
each detail, so that everyone wil! 
picturize the situation in his own 
mind. After this is done encour- 
age discussion before asking for 
a vote for approval or disap- 
proval. Ask various ones why 
they voted as they did each time. 

Step 3. Ask the person who 
has envelope number 1 to read 
the information it contains. Afier 
that is read, ask for more discus- 
sion and then a vote. 

Step 4. Follow the same pro- 
cedure for envelopes 2, 3, and 4. 

Step 5. After information in 
envelope number 4 has been 
considered you will ask for a 
final vote on the application. Call 
upon the secretary to review the 
voting after each step so that 
you can point out the value of 
following a scientific method of 
analyzing an “Application for 
Loan.” Call the attention of the 
group to the fact that an in- 
crease in loan service would be 
beneficial. Finally, call attention 
to this article and encourage 
each one to discuss it with his 
respective credit union. 
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by John L. Quinlan 


HE RAUCOUS RING of the 
telephone interrupted my post- 
ing a passbook and my saluta- 
tion of, “Credit union, Quinlan speak- 
ing,” found George Brown, treasure: 
of the credit union in one of our large 
department stores, inquiring if he 
could come up to the office to discuss 
membership drives. “Sure, George.” 
1 told him, “come ahead. The peak 
business for the day is over and we'll 
have plenty of time.” 

He assured me that he would be up 
in a few mintes. While waiting for him 
I rummaged through the files for some 
material on previous drives. 

When George had entered our of- 
tice and was comfortably seated across 
the desk from me, he said. “I under- 
stand you have been successful with 
membership drives and I wanted to 
get some pointers that would help us 
in the Third International Drive.” 

I smiled, “George, we have enjoyed 
a moderate success, but we aren’t sure 
what the cause is.” 

“Don’t you think it was due to the 
plan you used?” 


Plan Is Practical Only... 


“The way I look at it the plan is 
practical only in proportion to the 
initiative and energy put forth by the 
people who work on it. We have been 
very fortunate in having committee- 
men and workers who really dig in 
and get their teeth in the job and fol- 
low through.” 

“That would be 
drive, I believe. 
you followed?” 

“George, if you will bear with me, 
hefore we get to the details of the 
plan, let’s discuss the reasons we be- 
gan membership drives, so you'll get 
the entire story.” 

“Sure. Go ahead.” 

“I suppose it began with the war 
When we made our report to the 
members at the annual meeting in 
1943, our 1942 loan balance showed a 
steady decline. We partially blamed 
credit restrictions, but were not con- 
vinced that they were entirely the 
cause. The situation was reviewed 
thoroughly and a number of items 
were found that pointed to other rea- 
sons.” 

“What were they?” 

‘Principally that we were losing 
ground in our field of membership and 
this nurtured attendant evils. Our 
members were going into the armed 
forces, seeking better jobs, being 


necessary in any 
What was the plan 
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transferred and our women employees 
were following their husbands and 
families to their stations. This weak- 
ened the entire organization, taking 
away some of our officers and compe- 
tent workers and narrowing the field 
for replacements. There was but one 
obvious solution.” 

“A membership drive.” 

“Right, George. We knew that we 
had a sizable increase in employees 
in our company, so it was easy to see 
that we had a large number of non- 
members. This was indeed a fertile 
field to which we had not given proper 
attention and we felt rather guilty 
about not having offered them the 
opportunities that you and I enjoy in 
the credit union.” 

“What did you do?” 


Contest Prizes Bring 242 

“Our directors felt that an incentive 
and the creation of competition would 
obtain the best results. In May, 1943, 
we decided to conduct a contest offer- 
ing a $25 war bond to the contestant 
bringing in the most new members 
and $5 in war stamps to the runner- 
up. The bond was presented by 
company official at a dance marking 
the close of the contest.” 

“What results did you obtain in this 
contest?” required George. 

“Far beyond our expectation. 242 
new members.” 

“It really paid off, then?” 

“It thoroughly convinced us that 
membership drives were a good thing, 
so when the Second International 
Drive was announced we began plan- 
ning again.” : 

“Along the same lines?” 





SAN ANTONIO TELEPHONE 
MEMBERSHIP CONTEST RULES 


1. Duration of Contest: October 30 
to November 17 inclusive. 

2. Elegibility: 

a. Any employee who is a bona 
fide credit union member on October 
29, 1944, may participate in this con- 
test. 

b. Directors, members of the credit 
and supervisory committees and mem- 
bers of the contest committee are not 
elegible. 

3. Awards: 

a. The credit union member who 
receives the most points by obtaining 
new members will receive a $25.00 
(maturity value) War Bond. 

b. For each new member points will 
be allocated as follows: 


Department of Contestant Points 
Accounting 7 
Commercial 7 
Piant 2 
Traffic 1 


c. In addition to the above, 10c will 
be paid for each new member. 

4. To secure credit for the new mem- 
bers, properly executed membership 
cards must be turned in to the credit 
union office accompanied by a 25c en- 
trance fee plus 25c or more deposit 
for savings. The reverse side of this 
membership card must contain the 
contestant’s name and department. 

5. The field of prospective members 
is composed of any telephone em- 
ployee and the members of his or her 
immediate family. 

6. In case of a tie the winner shall 
be decided by a method devised by 
the contest committee. 

7. The decision of the contest com- 
mittee shall be final. 

8. All entries must be in the credit 
union office by 7:00 p.m. Friday, No- 
vember 17. 

NOT FOR PROFIT 
NOT FOR CHARITY 
BUT FOR SERVICE 











“Yes, with some refinements. We 
began by appointing a live wire as 
chairman of the drive and laying the 
tentative plans before him.” 

“Roughly what were his duties?” 


Three Major Steps 

“Well, he headed the entire mem- 
bership drive and coordinated the ef- 
forts of the workers. We found that 
our problems reduced themselves to 
about three major steps: (1) getting 
the members to work; (2) advertising 
and interesting prospects and; (3) 
providing the contestants tools with 
which to work.” 

“How did you handle these steps?” 
George queried. 








“Charles Word, our drive chairman, 
contributed a number of constructive 
ideas. He selected two co-workers for 
his committee and appointed workers 
in each department and sub-depart- 
ment of our company. The first action 
was a meeting to lay definite plans. 
At this meeting the contest rules were 
formulated. Here is a copy of them 
which is a concise story of the mem- 
bership plan.” 

George carefully read the rules. 
(See box on opposite page.) He 
looked up and asked, “Are these the 
same rules you used in your first 
contest?” 

“Essentially, but with some changes 
In this contest we added the payment 
of 10 cents for each new member ob- 
tained and eliminated the second place 
prize. Also we allocated points for 
new members obtained in proportion 
to the size of the department of the 
contestant. The point system was 
deemed advisable because of depart- 
mental loyalty and to keep the contest 
on an even keel. It is logical to believe 
that the more people in a department 
the better are the opportunities of the 
contestants. Naturally the entire field 
was open to all contestants, but gen- 
erally there was interdepartmental 
competition. The 10 cents per member 
was a counterbalance to the point 
system.” 

“After 
next?” 

“Advertising was our next problem. 
This poster (see cut) was drawn by 
Elizabeth Wright, one of the girls in 
our drafting department.” 

“Say, that’s good,” commented 
George as he inspected the poster. 

“It was quite effective. We dis- 
played it about a week before the 
contest. At about the same time we 
distributed our monthly bulletin, “The 
Umbrulla,” with further contest de- 
tails, which added some stimulus. 
These two mediums of publicity were 
strongly supplemented by word-of- 
mouth advertising, which previous ex- 
perience proved to be best of all.” 


Tools for Contestants 

“How about the tools for the con- 
testants? What were they given? 

“We delivered this contestant’s kit 
to the workers in each department for 
distribution to the contestants. You 
will notice that it contains necessary 
forms; membership, joint member- 
ship, and payroll deduction: there is 
also a brief description of the credit 
union to refresh the contestants’ 
minds and give them material for a 
sales talk.” 

“This badge is really something,” 
George exclaimed. (See cut.) 

“We are rather proud of that. It was 
an efficient tool as well as a medium 
of advertising. It was Charles Word’s 
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the rules were set, what 


idea and J. H. Rooney, one of our en- 
gineers, designed it. It was used to 
brand our members in this roundup. 
All of the old members wore one and 
the new members were presented with 
one as they were signed up.” 
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Second Contest Brings 261 

“How did the contest go?” 

“As I recall it ran smoothly. The 
contestants were urged to turn in the 
membership cards as the new mem- 
bers were secured and not to hold out 
to make a final glorious showing. They 
did this and we avoided a peak load at 
our office. When the contest ended 
we had 261 new members.” 

“Say, that was swell.” 

“We thought so and it was high for 
the state. Incidentally Mrs. Gladys 


Armor who won the first contest also 
came in first in this one and we feel 
that we owe her quite a debt for pro- 
moting the credit union movement.” 

“Your certainly do,” George agreed 
“How about the expense of this con- 
test?” 

“It cost approximately $60 which 
was offset by the collection of $60.25 
in entrance fees to be placed in the 
reserve for bad loans. I also have the 
latest figures on the accounts of the 
new members. They are: 

Shares, $3858.63. 

Loans, $3353.89. 

Interest collected to date, $128.70 

“You certainly seem sold on mem- 
bership drives.” 

“We see a lot of advantages, George. 
besides the financial example I just 
showed you. Our loan balance has 
continued to rise much more rapidly 
than our share balance since our first 
effort. Of our over 1230 members 
today, 500 have resulted from these 
drives. It has also been observed that 
besides the interest displayed by new 
members the drives advertise ou: 
credit union, are educational and 
arouse the interest of the old mem- 
bers.” (Continued on next page) 
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BE SAFE ON THAT “RAINY DAY" 


TELEPHONE EMPLOYEES’ CREDIT UNION 
OCTOBER 30 — NOVEMBER I7 


— JOIN NOW — 


A REPRESENTATIVE WILL BE AROUND TO SEE YOU ! 
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The Idea In Briet up 
‘You 


George pondered a moment 


ertainly have given me food fo .dvertising we sent this letter to each 
thought. I'm trying to condense your new member.” (See cut below.) 

deas into some general points. From ‘I hadn’t thought of that,” said 
vhat I gather to have a successful George “That put the finishing 


lrive you need a workable plan, some touches on it. 


onstructive ideas, energetic workers, the contest, I mean, 
tools for the con- with any kind of a credit union?” 

plenty of ¢ “That's a tough question, George 
Each credit union has its 


culiarities in its field of membership 


100d adve} tising, 


estants and cooperation 


‘I believe that covers it pretty well 


Cooperation is a good point and it ex- 
| | 


tends beyond our own credit union. The large ones could probably work 
f course we enlisted the talents of out something along these lines. The 
people in our organization, but we also smaller ones might need a modified 
ised material and ideas from other plan. Of course, we are a bit biased 


. 
sources, city chapter, state league, and 
the National Association through its results.” 
Brince, field men ‘and other contacts “at 


certainly sounds 
Another important point is follow- 


George said as he rose to leave. 














e SAN AN TELEPHONE EMPLOYEES 
e FL DEA 4 NION 
bd PAruditorum vcle an Avntonio T enas 

Mrs. Jané Doe —~ 

Anystreet 

San Antonio, Texas 

Dear Mrs. Doe, 

You have r ntly become a member of our credit union and we 
wish to extend to you a hearty welcome and figuratively a warm hand- 
>lasp. 

You are now an associate in a business with assets over $130,000. 
90, which has opernted successfully for nine years. It operates as 
a bank, under federal suf rvi ton and examinat on, but it belongs 

jyually to oh s laer, of which there are more than 1300 among 
your fellow employees. It 1s yours and you have a voice in its man- 
isenent. Ata nnual neeting each January, officers are clected 

ul policies: tablished for the year. 

You probably noticed on your passbook the picture of the little 

an with the wibrella. This symbolizes the spirit of your credit 
fon. It is our aim that no member gets wet on the rainy financial 
jays tnat x ult fro ergencies, illness ‘ane gencral tribulations. 
f ave Ace in this accomplishment and your becoming a member 
furtihe that oi na provided the sane protection for you. 

In relati to this the principal services to you as a menber 
are vines and loan facilities. You can borrow up to $100.00 on 
your own signature, i greater anounts with comakers or collateral. 
The interest 1s 1% per month on the unpaid balance. For cxanple, 
the interest on $100.00 repaid in one year in equal monthly paynents 
umounts to $6.50 All loans, at no adcitional cost, are insurec 
against death or disability, including coverage for our menbers in 
the arned force Loans may be repaid on the selary deduction plan. 

Savings ar plished by salary deduction or making deposits 
it our office 

Our office is located at 311 Insurance Building, approxinately 
ne block west of the Telephone Building. Our telephone nunber 1s 
S$. 1912. This office is open on Tuesdey, Thursday, and Frida | from 
4:30 P.li. to 7:00 P.M. The Credit COBREVtOS, who must appro all 
loans, meet ther it 5:00 P.M. each Monday. Emergency me eta may be 
1andled by contacting G.B. Reed, treasurer, or any director or comn- 
ittee nm oer. 

Come up and get acquainted with us. We will be glac to see you 

Sincerely yours, 

fa ft | A 
J.-L. Quinlan, Presicent 
- ' ard Diregtors 
Member “Tenas Credit Union | Boa ad og) Diner , don 
=> - 
Letter of welcome and introduction sent new members. 
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As a welcome, as recognition, as 
nformation and as a sound method of 


Do you think this idea, 


would work out 


own pe- 


about this one because we have seen 


good to me,” 
“Tm 


going to see if we can't use it. We're 
having a meeting tonight and I’m go- 
ing over right now to present this idea 
and material. Good luck to you on 
your next drive!” 

“Thanks, 


George 


Even If 
EvEN IF no collections were 
made on its $19,000 in loans outstand- 
ing, the C-W-C (Propeller Division 
Indianapolis) Federal Credit Union, 
Curtis Wright Corporation, Indianap- 
olis, Indiana, which is liquidating, 
would be able to pay 103 cents on the 
dollar to its shareholders. 

The credit union was organized in 
1942 and serves over 700 members 
who have on the average accumulated 
$159 each in shares. This in addition 
to substantial war bond purchases 
through the payroll deduction plan. 

The credit union is one of the first 

be chartered by the Federal De- 
posit Insurance Corporation after 


more 


su- 
pervision of federal credit unions 
was transferred to that agency. Oper- 


ating only during the war years, it 
considers that its chief service to its 
members has been the assistance it 
has rendered them in building uv the 
ome $103,000 in shareholdings. How- 
ever, it has also provided a much 
appreciated loan service even though 
the fact that it was operating in a plant 
destined to close down as soon as the 
did lead it to a rather 
conservative loan policy 


War Was over 


Reconversion Note 


Tue BHA Empvoyees Feperat Crepit 
UNION serving emplovees of the Ben- 
dix Home Appliance Company, South 
Bend, Indiana, is facing up to a tough 
reconversion situation in a noteworthy 
way. 

Immediately following the close of 
the war, all but 69 of 35) employees 
were laid off until January when 
peacetime production is to be re- 
sumed. All of the directors of the 
credit union were among those laid 
off and the credit union is now oper- 
ating from the home of the Treasurer. 

The directors determined to provide 
members maximum services in the 
emergency and went to the extent of 
horrowing $3,000 from the Studebaker 
Employees Federal Credit Union to 
meet the demands for funds. Some- 
what to their surprise, however, soon 
after the supply of cash was depleted. 
members began to redeposit substan- 
tial amounts. Very likely the fact that 
the members knew they could get 
their money when they wanted it, plus 
the fact that they had probably ob- 
tained temporary jobs elsewhere, and 
plus the fact that goods are still searce 
led to this result. 
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Can credit unions take tt 
durin 1g reconversion period ? 


HAT shall credit unions do 
now that reconversion is 
upon us? Can we draw any 


lessons from the past which will help 
during the critical period which lies 
ahead? Yes, I think we can. 

In general, credit unions are coming 
out of the war period much stronger 
than they went into it. For one thing, 
they have learned to operate eco- 
nomically despite the increased cost 
of competent assistance. For another, 
they have learned that dividends are 
not the most important purpose of the 
credit union. In fact, they have found 
that members will join and save de- 
spite the reduction of dividends and 
in some cases despite the payment of 
no dividends at all. They have built 
up substantial reserves of liquid assets 
which they will need. 

Many credit unions have found that 
they could no longer sit back and sim- 
ply accept applications for loans but 
had to go out after them. Other lend- 
ing agencies have been making their 
service so attractive that credit unions 
had to do some advertising and im- 
prove their own facilities for granting 
loans. This has helped prepare them 
for the aggressive program which will 
be required from now on. 


Some Weaknesses 

There are, of course, some weak- 
nesses which should not be over- 
looked. Delinquent loans have gener- 
ally increased during the war period 
despite the fact that the income of 
working men and women has also in- 
creased. We may expect borrowers 
who have already neglected their loan 
payments to forget their just obliga- 
tions completely during the reconver- 
sion period. They will be the ones who 
will leave without notifying the credit 
union and whose loans will eventually 
have to be written off. 

Military loans may also present a 
problem. It is too early to determine 
what proportion will be lost, but it is 
safe to assume that many of the men 
and women in service will not return 
to work in the same area where they 
lived previous to the war. Fortunately, 
military loans do not constitute a very 
large proportion of the total outstand- 
ing loans of most credit unions. 

Many credit union officials are tired 
of holding the credit union together 
and expect to resign in the next few 
months. If they do, the burden will 
fall on inexperienced shoulders. With 
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the best of wills, these newly elected 
directors will make mistakes and 
make progress slowly. Some may find 
the task before them too enormous 
and lose the courage to carry on. 

Now, how should we face this part- 
bright and part-dark picture? What 
can be done to strengthen the credit 
union in the immediate future? What 
can be done in the event a “lay-off” 
has come or is imminent? 


What To Do In Emergency 

There appears to be at least three 
steps which can and should be taken. 

First, call a special meeting of the 
members. In the meeting notice and 
by word of mouth, stress that the fu- 
ture of the credit union is at stake. 

At the meeting, tell the members 
exactly what the situation is, the fi- 
nancial condition, the status of delin- 
quent loans, including those that are 
considered doubtful or losses, the 
probabilities of collecting loans and 
the possibility of augmenting cash 
available for withdrawals by borrow- 
ing in the event the members need 
part of their savings. Tell the mem- 
bers frankly that it is their credit 
union and their responsibility and 
that in a democratically operated and 
controlled organization such as a 
credit union the members must un- 
derstand and appreciate the problems 
facing it. Ask for a vote of confidence 
and “pin the members down” as to the 
extent of their contribution to the 
future success of the credit union. Do 
this forcefully, but not belligerently. 
Don’t complain or brag about what 
has been done, but tactfully say that 
the members must all help and that 
the future of the credit union is up to 
them. 

Tactful Contact 

Second, organize a committee to 
keep in touch with borrowers. If a 
man is unemployed, usually he cannot 
pay or has reason for not paying his 
loan. He should, however, be con- 
tacted so that he will not forget his 
obligation to the credit union. It is 
human nature to overlook unpleasant 
facts, and a credit union can counter- 
act that by keeping*in close touch with 
him. Moreover, changes in addresses 
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can be obtained, so that when the 
borrower does get back to work he 
can be contacted in the event he does 
not voluntarily resume payments. It 
is imperative, however, that this com- 
mittee maintains a helpful attitude 
rather than give the impression that 
the borrower is distrusted. Otherwise 
more harm than good will be done. 

Incidentally, many well operated 
credit unions which have an office 
and full time help can qualify as 
paying agents for U. S. War Bonds 
Borrowers who wish to pay their loans 
off through redemption of bonds may 
thereby be assisted directly. But even 
if the credit union is qualified to re- 
deem bonds if ample cash reserves are 
available, don’t overlook the possibil- 
ity of suggesting a credit union loan to 
members whose need for extra funds 
is only temporary and who will be 
able to repay the loan from current 
income. 

Third, work on the books and rec- 
ords. Get all records up-to-date and 
in balance. During the rush of war 
activities it often happened that many 
details were slighted and the records 
are not as complete and as accurate as 
they should be. If the subsidiary rec- 
ords are out of balance, the directors 
and committee members might weil 
spend time in locating the errors. An 
efficient filing system should also be 
established. Arrangements should be 
made to file correspondence vertically 
in folders and not horizontally in 
piles. In many cases steps should also 
be taken to obtain better facilities, 
such as desk space, filing space, and a 
more private place for interviewin2 
prospective borrowers. In short, much 
often can and should be done to make 
the credit union office an attractive 
place to come to and also to place the 
records in such a condition that they 
may be relied upon. 


Promising Future 

There is every reason to believe 
that credit unions will survive the 
“reconversion” period much better 
than they went through the “conver- 
sion” period. It will take more than 
ordinary strength of character and 
willingness to work, but credit union 
officials have an abundance of both 
these qualities. Moreover, part of the 
blood on the battlefield was shed to 
preserve examples of democratic ac- 
tion such as credit unions’ Let us 
resolve to carry on 


227 





Cuna Meetings 


CUNA’S EXECUTIVE COMMITTEE and the 
board of directors of Cuna Mutual In- 
surance Society held meetings on al- 
ternate days from August 8 to 11, 
acting jointly on matters of mutual 
concern. 

Executive Committee Highlights 

Notable actions by the executive 
committee were: 

1. Appointed William Goldfine, vice 
president of Northeast District, fol- 
lowing the nomination of that district 

2. Detailed policy concerning em- 
ployment of employees returning from 
service in armed forces. 

3. Accepted resignation of Nat C 
Helman as legal counsel, with appre- 
ciation for services rendered. 

4. Authorized the employment of 
the firm of Roberts, Roe & Boardman, 
of Madison, Wisconsin as legal coun- 
sel. This firm will also serve Cuna 
Mutual Insurance Society and Cuna 
Supply Cooperative. A growing need 
has been felt for the convenient as- 
sistance of attorneys located close to 
Cuna headquarters. 

5. Worked out with Cuna Mutual 
and Cuna Supply the details for rent- 
ing headquarters, recently bought by 
Cuna Supply (see August Brincr, 
page 173). 

6. Authorized the transfer of bond- 
ing business to James S. Kemper and 
Company, of Chicago, in order to im- 
prove bonding service rendered credit 
unions. This action followed receipt 
of the report of a special committee 
headed by John Eidam, which was 
based on extensive study and negotia- 
tions. It was noted that since credit 
unions buy through their own central 
headquarters about $18,000,000 of 
credit union bonds annually they have 
earned an advantageous bargaining 
position. 

7. Heard the report of the pension 
plan committee, headed by William 
Pratt, and authorized the committee 
to refer the pension plan tentatively 
prepared, for criticisms and sugges- 
tions for improvement to: all em- 
ployees of Cuna and affiliates, to man- 
aging directors and employees of all 
state leagues, to employees of any 
credit unions, and to members of the 
national board of Cuna and to the di- 
rectors of Cuna Mutual Insurance 
Society and Cuna Supply Cooperative 


Cuna Mutual Highlights 

Notable actions taken by directors 
of Cuna Mutual were: 

l. Increased the maximum indi- 
vidual Loan Protection from $2,000 to 
$5,000—making the credit unions bet- 
ter able to handle the mortgage loan 
needs of their members. (Coverage 
was also extended to all loans made 
prior to the borrower’s seventieth 
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birthday; previously the sixty-fifth 
birthday was the terminal one.) 

2. Authorized the adoption of sev- 
eral management recommendations 
having to do with voucher system and 
office routine. 

3. Authorized the adoption of a new 
“Home Protection Plan,” which com- 
bines a limited amount of permanent 
insurance with decreasing term insur- 
ance to fit particularly FHA mortgage 
loans. State insurance department 
approval is now being applied for and 
should be forthcoming as a matter of 
course. 

4. Approved the lending of $17,590 
to Cuna Supply Cooperative toward 
the purchase of Cuna’s present head- 
quarters. The mortgage calls for three 
per cent interest and is to be amor- 
tized over seven years. 

5. Accepted Claude E. Clarke's res- 
ignation as legal counsel, with appre- 
ciation for services rendered. 

6. Authorized the employment of 
the firm of Roberts, Roe & Boardman 
as legal counsel (see paragraphs three 
and four under “Executive Commit- 
tee Highlights” above). 

7. Authorized the purchase of $15,- 
000 par value Ninth Victory Loan 
(Canada) 3% bonds, when issued. 

8. Increased maximum coverage for 
any or all individual life insurance 
policies to $7,500. 

9. Raised to $2,000 the maximum 
individual life insurance coverage 
issued without medical examination 
providing the applicant is between the 
ages of 20 and 54 inclusive. 

10. Appointed Evelyn O’Brien act- 
ing registrar in the absence of Regis- 
trar O. H. Edgerton. 

11. Elected Jack Fortnum assistant 
secretary. 





Cuna Vice President 


Witu1am Go.prine, who has recently 
been made a Cuna vice president, fol- 
lowing the resignation of John Am- 
mering, has been treasurer of the 
Bronx, New York, Credit Union since 
it was organized in October, 1919. He 


has been a director of the New York 
State Credit Union League since 1929; 
was vice president of the league from 
1931 to 1940; has served two years as 
president; and is now an honorary 
president. 

He has been a member of the Na- 
tional Board of the Credit Union Na- 
tional Association since 1936. During 
the meeting of the board in Washing- 
ton, D. C. that first year he won the 
silver dollar awarded by Credit Union 
Founder Filene as the prize in a math- 
ematical contest; he also won the title 
“Lightning Calculator.” 

He has been active too in other civic 
projects and in lodge work. He is a 
vice president of the New York State 
Pythian Children’s Camp, open to all 
under-privileged children. He is an 
active leader, locally and in the state. 
in the Knights of Pythias Order, in the 
Masonic Order, and in the B’nai Brith. 

He is a vice president of the Na- 
tional Bronx Bank of New York, and 
has participated actively in the drives 
of the New York National Fund, the 
Red Cross, and the Treasury Depart- 
ment. 

And now he is a member of Cuna 
Executive Committee. Congratula- 
tions and best wishes, says BripcE” 
along with the whole credit union 
movement. 


Stingy 

THE STINGIEST MAN we ever heard of 
bought his bride a nickel’s worth of 
peppermint lozenges and took her on 
a trolley-ride honeymoon. When they 
got off the car he said, “Honey, sup- 
pose we save the rest of this candy for 
the children.”—TuHe KasLecRaAM 


What, Ob What, To Do! 


In October 
@ Review membership drive machin- 
ery and be on guard to see that the 
drive increases in momentum. 
@ Appoint annual meeting commit- 
tee and nomination committee if they 
have not already been appointed. It is 
not too soon to make definite arrange- 
ments for annual meeting location and 
speaker. 
@ Develop plans and materials which 
will help you get good share of forth- 
coming loan business. 
@ Check your public library shelves 
to see if there could not well be more 
credit union material there. Perhaps 
the librarian would be willing to fea- 
ture a display of credit union and 
other consumer interest books and 
pamphlets. 
@ If you are going to tie your credit 
union promotion in with the holiday 
season, now is the time to make plans 
and work up materials. 








What About It! 


Interest on Military Loans (1) 

Question (Florida): Some of our 
members entered the armed services 
prior to the beginning of the war and 
before the “Sparkman Act.” Those in 
the National Guard were called out 
and entered the service November 25, 
1940. Some entered as Reserve Of- 
ficers also before war was declared. 
Now, would the limit of 6 per cent on 
interest on loans apply to the time 
they went into the service or the time 
the law limiting the interest rate to 
6 per cent was passed? 

Credit union officers holding office 
at that time overlooked the 6 per cent 
limit and we are now going to make a 
refund, but we wanted to determine 
where to start. 

Answer: The Soldiers’ and Sailors’ 
Civil Relief Act of 1940 is embodied in 
Chapter 888, Public Law No. 861 of 
the 76th Congress—3rd Session, ap- 
proved October 17, 1940. The amend- 
ments are embodied in Chapter 312, 
Public Law 554 of the 77th Congress— 
2nd Session, approved May 1, 1942. 
and in Chapter 581, Public Law No 
732 of the 77th Congress—2nd Session, 
approved October 6, 1942. 

The following is a copy of Section 
206 of the Soldiers’ and Sailors’ Civil 
Relief Act which would seem to apply 
in this case: 

Sec. 206. No obligation or liability 
bearing interest at a rate in excess of 
6 per centum per annum incurred by 
a person in military service prior to 
his entry into such service shall, dur- 
ing any part of the period of military 
service which occurs after the date of 
enactment of the Soldiers’ and Sailors’ 
Civil Relief Act Amendments of 1942. 
bear interest at a rate in excess of 6 
per centum per annum unless, in the 
opinion of the court, upon application 
thereto by the obligee, the ability of 
such person in military service to pay 
interest upon such obligation or liabil- 
ity at a rate in excess of 6 per centum 
per annum is not materially affected 
by reason of such service, in which 
case the court may make such order 
as in its opinion may be just. As used 
in this section the term “interest” in- 
cludes service charges, renewal 
charges, fees, or any other charges 
(except bona fide insurance) in re- 
spect of such obligation or liability. 
(As added by Sec. 6, Ch. 581, Laws 
1942.) 

It would seem to me then that the 
6 per cent interest to which you refer 
would go into effect properly on Oc- 
tober 6, 1942. 


October, 1945 


You are invited to submit your questions on 
any credit union problems to this department. 
You are also welcome to contribute your 
own ideas on the answers printed here. 
What's on your mind? 


Accounting for Deficit 


Question (Texas): What may a 
credit union do when, because of 
present conditions, the necessary ex- 
penses are greater than income? Will 
it be possible at the end of the year 
to charge the deficit to the reserve for 
bad debts? 

Our balance sheet for June 30 shows 
we have a deficit of $16.63. When the 
increase in redemption value of our 
Government Bonds and income from 
our Savings and Loan Deposits are 
added to that deficit balance in July, 
it would leave us a credit balance of 
$65, but the Federal Examiner who 
visited us the first week in July 


by Tom Doig 


Answers to your credit union questions 


by Cuna managing director 


charged us $66 so we are still in the 
red with little hope for greater income 
in the future. 

Answer: The Federal Law and by- 
laws provide that the reserve fund is a 
reserve against bad loans and may not 
be distributed except in case of liqui- 
dation of the credit union. It would 
be illegal to charge a deficit to reserve 
for bad debts. If you have undivided 
profits then the deficit would simply 
reduce those undivided earnings, but 
it is improper to charge the deficit to 
the reserve fund. 


Interest on Military Loans (2) 

Question (Pennsylvania): Is com- 
pound or simple interest figured on 
Military Loans: 

Answer: Interest on military loans 
should be computed as simple interest. 
This is true of all credit union loans 
Charging interest on interest is con- 
sidered a usurious practice. 








The First Step 


According to a survey conducted 
by Tide magazine, the first step 
in raising the standards of a (busi- 
ness or) profession is to have a 
strong national association. 


The Credit Union National As- 
sociation (Cuna) is the logical 
development of the people's de- 
sire to control most advantageous- 
ly their own economic destiny . In 
union (on the local, provincial or 
state, and national level) there is 
strength — and economy — and 
maximum use of ideas; resources. 


It is very much to your interest 
to join and take an active part in 
the affairs of your credit union 
league, which is a member of the 


Credit Union National Association 


Madison I. Wisconsin 
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Your Social Security Benefits 


are earned insurance returns; not charity 


This is the second in a series of four 
Following 
will deal with (1) social se- 


irticles on social security. 
irticles 
curity insurance for your widow and 
parents in the event of 
your death, (2) proposals by the So- 
cial Security Board fcr changes in the 
Social Security Act 


children or 


"NEVERAL WEEKS AGO I had a 
most interesting discussion on 
the subject of old age insurance 
with a bookkeeper in a small commu- 
Madison. Like most other 
workers who are covered by Social 
Security, he had not given much 
thought to the way this system of 
Social Insurance operated for the mil- 
lions who come under it. Nor had he 
ever taken the trouble to find out just 
what benefits would amount to when 
e was ready 


This 


nity near 


to retire 

(let’s call him 
Sam) was earning $159 per month at 
the present time, but was receiving 
about $100 per month when the Social 
Security Act into effect. He 
told me his lack of interest in finding 
sxut how much .he might collect at 
etirement was due to his belief that 
he would not be able to collect at all. 
He thought he wouldn’t be entitled to 
security he 
ywned some property, and had some 
noney invested in war bonds and util- 


ty stock 


bookke¢e per 


went 


social benefits because 


A Persistent Misunderstanding 
Sam's unfortu- 
persistent We 
till encounter entirely too many per- 


misunderstanding, 
nately, is a very one. 
sons who think that old age insurance 
benefits (which is really the correct 
1ame for social security benefits) are 
ynly payable to persons who have no 
thes So I told Sam that 


these payments would be made to him 


resources 


regardless of any stocks, bonds, o1 
property he might have, because he 
had earned the right to these pay- 


ments through his work on jobs that 


came under social security and be 
cause of the social security taxes, o1 
premiums, he and his employers had 
paid. Sam really became interested 
then, and wanted to know just how 
much he would receive. When, after 


getting a few additional facts I told 





Sydney S. Miller is manager of the Madison 
office of the Social Security Board. 
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by Sidney S. Miller 


him that jhe and his wife ought to get 
about $54 per month, Sam expressed 
surprise mixed with considerable 
pleasure. “But my wife has never had 
a social security card,” he protested,— 
“so how could she draw benefits?” 

Another misunderstanding! In an- 
swering this question for Sam, I point- 
d out that the payment of benefits 
under this social insurance system is 
based on the theory that when a per- 
son stops working after 65, and there- 
fore is no longer earning a salary or 
wage, he should be entitled, as a mat- 
ter of right, to monthly benefits for 
the balance of his life. And if the 
person has a wife to support, then the 
two of them ought to have more than 
a single person. 

Up to this point, Sam had been talk- 
ing to me through the “Information” 
window. When he heard that he and 
his wife might have a right to as much 
as $54 per month for life, he wanted to 
know whether I wouldn't like to 
“come in and sit down.” (Ask a man- 
ager of a Social Security Board field 


office to explain “social security” and - 


he'll take to it like a duck takes to 
water—try it sometime!) 

Sam could understand all right, 
why, after he had arrived at the re- 
tirement age and stopped work, the 
Government should recognize its cer- 
tain obligation under social security 
by paying him benefits for the rest of 
his own life. “But,” he asked, “how 
does my wife enter into the picture?” 


How Wife Enters Picture 
So I explained that the payment of 
benefits to the wife of a retired wage 


} Replacing 1,861,871 
lost cards last year 
cost Uncle Sam the 


price of 550 jeeps 
a « “+ . } 





earner, was all part of the theory 
Naturally, if society sets up an insur- 
ance system to pay monthly benefits 
to a retired worker, it does so because 
society recognizes that the worke1 
should have a definite income to take 
the place, in part, of the wage or salary 
he was earning before retirement. 
Otherwise he would have to depend 
entirely upon his own resources. Since 
for the average person these resources 
are very small, it would probably) 
mean they would be exhausted long 
before the wage earner had lived his 
normal span of life; and if the man 
had a wife to support, then the insur- 
ance system should pay benefits to 
both. 

“That really fits my situation,” Sam 
interrupted, “because I’m convinced 
that with $54 per month social security 
and with what I can raise in my gar- 
den, my wife and I won’t have to 
touch our savings, except for an emer- 
gency. As a matter of fact, I honestly 
believe we could even save money 
with that much income after 65.” 

Sam next wanted to know how I 
had determined that he and his wife 
would receive $54.00 per month. | 
explained that this was based on the 
assumption that he would average 
about $150 per month in wages from 
January 1, 1937 until he became 65 
He had previously told me that while 
he started out earning only $100 in 
1937 when the Social Security Act 
went into effect, he had gradually 
earned more and expected his salary 
to go up to at least $290 by the time 
he became 65. Averaging this amount 
over the entire period would come to 
about $159 per month. Hence Sam. 
having averaged $150 per month for 
roughly twenty years could upon re- 
tirement at 65 become entitled to $35 
per month and since his wife would 
also be 65, and receive half as much 
as he received, namely $18, the two 
would receive $54. 


You Can Easily Figure Yours 

I left a little booklet with Sam en- 
titled “Old Age and Survivors Insur- 
ance for Workers and Their Families.” 
This booklet which is available 
through your national headquarters. 
can also be obtained through your 
local field office of the Social Security 
Board. The booklet explains exactly 
how you may calculate your own re- 
tirement benefit, which depends upon 
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TWENTIETH ANNIVERSARY picture of direc- 
tors of Minneapolis Postal Employees Credit 
Union. Standing are C. M. Knudson, F. S. 
Christesen, Chas. L. Menne, H. E. Thompson, 
R. R. Drake, D. J. Cameron, L. I. Holmberg, 
J. O'Donnell, F. J. Woodifill. 

In front are M. G. Ulka, clerk: A. D. Mc- 
Carty, president: R. D. Goff, vice president: 
E. G. Brose, secretary-treasurer. 

Tom Doig. now managing director of Credit 
Union National Association, was first treas- 
urer of this credit union. 


your own average monthly wage and 
length of time you will work before 
reaching the retirement age. 

It is well to point out that old-age 
insurance benefits, since they are pay- 
able upon retirement, will be sus- 
pended for each month in which the 
beneficiary works for wages of more 
than $14.99. A wife’s benefits are sus- 
pended for any month in which either 
she or her husband earned more than 
$14.99 per month. A wife’s benefit 
will be stopped entirely if she is di- 
vorced. Aside from these conditions 
the checks will come regularly month 
after month, for life. 

It is this assurance of a regular 
monthly income for life which gives 
meaning and security to many people! 
Many elderly men and women, more 
than one would imagine, have told 
me, “The amount I’m getting isn’t very 
much, but I know that I can depend 
upon that check coming every month 
for the rest of my life, and gives me a 
tremendous amount of comfort, just 
realizing that fact!” 

The Social Security Act celebrated 
its 10th birthday on August 14. That 
date is more than just another day on 
the calendar for more than 1% million 
individuals who are already drawinz 
these monthly benefits. August 14 
will have meaning for you, too, if you 
will take the trouble to find out about 
your stake in this social insurance 
system. 

There are three specially important 
times when the Social Security field 
office should be consulted: (1) when 
the wage earner attains age 65; (2) 
when the worker, age 65 or over, is 
no longer regularly employed or suf- 
fers a substantial decrease in his pay 
due to illness or for other reasons, 
and (3) upon the death of the wage 


earner 


Once Upon A Time 


20 Years Ago in Bridge 

@ The Indiana Credit Union League 
holds first meeting in the Chamber of 
Commerce building in Indianapolis. 
Horace Ryan, of Ayres Credit Union, 
was elected president. 

@ The John A. Roebling’s Sons Com- 
pany Employees Credit Union, Tren- 
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ton, New Jersey, celebrates first 
anniversary. Has 784 members; had 
lent $9,358 to 77 members during year. 
@ First credit union in West Virginia 
—Huntington Postal Credit Union— 
organizes. 

@ First credit union in Illinois—Bel- 
den Credit Union—organizes. 


5 Years Ago in Bridge 


@ Ralph G. Long, editor of Brince and 
outstanding credit unionist in Decatur, 
in Illinois and in the nation, dies. 

@ Otto Wilson reviews first six years 
of Federal Credit Union Section. 3.127 
Federal credit unions had almost $47,- 
000,000 in assets. 

@ W. P. Mallard helps Jacksonville, 
Florida, credit unions launch credit 
union supervisory committee training 
program. On the first night prin- 
ciples were discussed. On the second 


night a model credit union audit was 
made. 

@ Kansas-Nebraska Regional Credit 
Union Association organized. James 
M. Barry, treasurer of the Depew 
Teachers Federal Credit Union, Buf- 
falo, New York, comes out to be man- 
aging director. 

@ Tom Doig answers questions on, 
among other subjects, Military Loans, 
Loans to Directors’ Wives, Directors 
Negating Loans, and Repeating Loans 
@ Claude Clarke reports on progress 
of Filene Memorial drive 


Full Time 


At MarsLe, managing director of the 
Michigan Credit Union League, who 
has also been holding down a war job 
is now devoting his full time to his 
League duties with the permission of 


his draft board 





Credit Union Honor Roll 


In Recognition 


N ORDER to give recognition and 
honor, and to express the credit 

union movement's appreciation, to 
trose members of the armed forces 
who entered the service from full- 
time credit union employment, the 
Credit Union National Association is 
assembling a list of such persons and 
Tue Brince will publish their names 
as they are received. 

Full-time employees of credit 
unions and credit union organizations, 
in both Canada and the United States, 
who have served in this war are eligi- 
ble. Their names should be sent to the 
Credit Union National Association, 


and Gratitude 


with complete service address, and 
credit union affiliation and position. 

We have previously published 66 
names. Only three names have been 
added during the past month, which 
brings the present total to 69. 


The Honor Roll (Continued) 

Cleo G. Hill, Employees Credit 
Union, Swift & Company, Fort Worth. 
Texas. 

George J. Morhauser, IUMSWA 
Federal Credit Union, Camden, New 
Jersey. 

Arthur J. Schuler, New York Credit 
Union League. 
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O DOUBT many of my readers 
N are beneficiaries under Na- 

tional Service Life Insurance 
policies taken out by your husbands 
or sons. Others of you may be serv- 
icemen who are wondering what you 
should do with your National Servic« 
Life Insurance policies when you 
are discharged. In simple language 
I shall try and give you some informa- 
tion which may help to answer your 
questions. 

At the outset, perhaps | should ex 
plain just what National Service Liie 
Insurance is and the particular advan- 
tages which it has other lite 
insurance. 

National Service Life Insurance is 
regular life insurance made available 
to men in the service by the Govern 
ment at a very low cost. 


A Good Buy 

Every man who joins the armed 
forces immediately becomes eligible 
for amounts from $1,000 up to $10,000, 
premiums for which are deducted 
from his pay. 

Most all of the men have bought the 
full $10,000 maximum. They ought to. 
The premiums are low, mainly be- 
cause the Government pays all oper- 
ating expenses and absorbs all losses 
resulting from military action. The 
policies provide full protection re- 
gardless of how or where death occurs 
whereas all policies issued by private 
companies since the outbreak of the 
war contain “war risk” riders which 
limit their liability. 


A Valuable Provision 

In addition to the advantages of low 
cost and full protection without any 
restrictions, the National Service Life 
Insurance policies contain a provision 
without extra charge for the waiver 
of future premiums in event of total 
disability which continues far six or 
more consecutive months. Total dis- 
ability is defined in the policy as “any 
impairment of mind or body which 
continuously renders it impossible for 
the insured to follow any substantially 
gainful occupation.” 

During the continuation of such dis- 
ability, future premium payments are 
waived, but the insurance continues in 
force and the full force of the policy 
is payable at the time of death. 

As is obvious, this is an extremely 
valuable provision and one which isn’t 
available without extra cost in policies 
ssued by private companies. For that 
reason alone, returning servicemen 
who may have acquired latent injuries 
or diseases or who may acquire dis- 


over 





G. Churchill Francis is president of Savings 
Bank Life Insurance Council. This article is 
drawn from a radio talk given over station 
WBRE, Pittsfield, Massachusetts. 








A Most Valuable Asset 


Advice to returning service men about insurance in gen- 
eral and National Service Life Insurance in particular 


by G. Churchill Francis 


abilities in the years to come are 
urged to keep their Government in- 
surance. 

Beneficiaries 

Every National Service Life Insur- 
ance policyholder has the right to 
designate as beneficiary under his 
policy either a parent, wife, child, 
brother or sister. He may change his 
beneficiary within these classes when- 
ever he chooses. 

In the event of his death, the pro- 
ceeds are payable to the beneficiary 
in monthly installments on very lib- 
eral terms. The insurance cannot be 
taken as a lump sum. 

If the beneficiary is under 39 at the 
time of the Insured’s death, payments 
are made at the rate of $5.51 monthly 
for each $1,000 insurance for 20 years. 

If the beneficiary is over 30, pay- 
ments are made in the form of an 
annuity guaranteed at least for 10 
years and for the life of the primary 
beneficiary thereafter. The amount of 
the annuity payments depend upon 
the exact age of the beneficiary at the 
time of the Insured’s death. 

As I stated previously, proceeds un- 
der the National Service Life Insur- 
ance policies are payable on very lib- 
eral terms—more so than _ those 
granted by private life insurance com- 
panies. In other words, each $1,000 of 
National Service Life Insurance will 
provide a larger monthly income than 
could be had from $1,000 private in- 
surance. 

National Service Life Insurance 
must be taken as a monthly income; it 
cannot be had as a lump sum. For that 
reason, many servicemen may want to 
carry some other life insurance which 
can be made payable immediately at 
the time of death. Even so, as much 
National Service Life Insurance as 
possible should be converted and kept. 


Term Insurance Convertible 

When National Service Life Insur- 
ance is originally issued, the policies 
are what is called the Five Year Term 
plan. This type of insurance furnishes 
the maximum temporary protection 
for the lowest payment. No cash or 
loan values are built up because the 
low premium covers only the cost of 
protection agains normal death dur- 
ing the five year period. 

At any time after a policy has been 
in force for one year, and before the 
five years are up, the term policy may 
be converted without medical exami- 
nation into a permanent policy eithe: 
on the ordinary life, 20 payment o: 
30 payment life plans. These perma- 
nent types of policies require higher 
premiums but they provide cash and 
loan values. The cost of such con- 
verted policies will be lower than pri- 
vate insurance because the Govern- 
ment will continue to pay all operating 
costs and to absorb extra mortality 
and disability costs resulting from 
military action. 

A Part May Be Kept 

It is not necessary for a policyholder 
to convert and keep all of his $10,000 
National Service Life Insurance al- 
though he should keep as much of it 
as he can afford. He may convert and 
retail any amount from $1,000 up in 
multiples of $500. 

In general, we recommend that men 
in the service wait until they are dis- 
charged and back on their civilian jobs 
before they convert their Government 
policies. By that time, they can more 
nearly judge their future needs for 
protection and their earning power in 
relation to civilian living costs. In the 
meantime, they can continue their 
term insurance in force by remitting 
premiums direct to the Veterans Ad- 











Patrolman Robert A. Blower, president of the St. Louis Policeman’s Credit Union, and 
Lieutenant Albert W. Bean, vice president of St. Louis Police Relief Association, accepting 
citation from Colonel John J. Griffin. personal representative of Secretary Morgenthau. 


ministration, Washington 25, D. C 

May I remind you wives and par- 
ents of servicemen that when the boys 
come back it becomes their responsi- 
bility to remit premiums direct which 
formerly were deducted from service 
pay. In the excitement of returning 
home, don’t let them neglect to keep 
their Government insurance in force. 
It may be one of their most valuable 
assets after discharge. But it is up to 
them to keep it from lapsing. Within 
31 days after the period for which pre- 
miums were deducted, the next pre- 
mium must be remitted to Washington. 
Eventually, premium notices will be 
sent discharged veterans but until the 
records are straightened out, the vet- 
eran has the responsibility for keeping 
his insurance in force by paying pre- 
miums as they fall due. 

Other Policies 

One other bit of advice to returning 
veterans about private insurance 
which they might have had when they 
went into service and which they may 
have arranged to have the Govern- 
ment guarantee premium payments 
while they were in the service. The 
Government didn’t pay these pre- 
miums, it just guaranteed the pay- 
ments to the insurance company and 
the equity in your policy is pledged 
as security for this guarantee. These 
back premiums plus interest must be 
repaid within two years after dis- 
charge. Otherwise, the Government is 
entitled to have the policy cancelled 
and the equity applied against its 
obligations. 

Reminders to Homefolks 

Now, before closing, may I say a 
word to those of you responsible for 
protecting families on the home-front. 
Are your insurance needs adequately 
covered? 


October, 1945 





Board of Directors 


TIP 


YOu WILL HAVE a much better 
annual meeting next January or 
thereabouts if you appoint an 
annual meeting committee now 
to plan and arrange details—if 
you have not already done so. 
Give this committee plenty of 
leeway to develop its own ideas 
give it adequate funds to work 
with, and give it a helping hand. 
The democratic nature of credit 
unions demands well-attended 
annual meetings — and such 
meetings don’t just happen; they 
are planned and worked for. 











Is your insurance properly distrib- 
uted with most of it on the life of the 
person responsible for the support of 
the family and for the payment of 
premiums? : 

Have you checked the cash and loan 
equities in your policies? 

Have you paid off policy loans out- 
standing so that the full force of your 
policy will be paid in event of death? 

Do you understand about Social Se- 
curity benefits in relation to your life 
insuranee program? 

I urge every person with family re- 
sponsibilities to give these questions 
careful consideration and to seek 
additional information if they need 
help.—Savincs Bank Lire INSURANCE 
News. 


Mass Meeting 


THE NEW AND LIVE-WIRE London, 
Ontario, and District Credit Union 





Chapter sponsored a mass meeting in 
the London Public Library on Sep- 
tember 20 “in an effort to promote the 
growth of credit unions in the area.” 
A. C. Savage of the Ontario Credit 
Union League, spoke, and the Cana- 
dian film on credit unions, “People’s 
Bank,” was shown. 

The chapter will hold a Hallowe'en 
Dance and Social during Octobe 


Service Recognized 


A Crration oF Merit from the Sec 
retary of the Treasury, commending 
the St. Louis Policemen’s Credit Union 
and the St. Louis Police Relief Asso- 
ciation for their support of all war 
loan drives and also for their wa) 
bond sales was presented to the two 
groups at the final matinee perform- 
ance of the annual Police Circus held 
in the Arena at St. Louis, Missouri. 
recently. 

The presentation was made by Col- 
onel John’ J. Griffin, personal repre- 
sentative of Secretary Morgenthau, 
before a crowd of some 15,000 persons. 
Patrolman Robert A. Blower, presi- 
dent of the St. Louis Policemen’s 
Credit Union, and Lieut. Albert W 
Bean, vice president of the St. Louis 
Police Relief Association, jointly ac- 
cepted the award. 

The St. Louis Policemen’s Credit 
Union sold a total of $30,000 in war 
bonds at a war bond booth during the 
various performances of the annual 
circus. 

This credit union was one of the 
first credit unions in the State of Mis- 
souri to qualify as an issuing agent for 
United States Savings Bonds. Since 
January 1, 1945, the credit union has 
sold more than $59,525 in war savings 
bonds, Series E, to its members. The 
treasurer, Mr. Charles E. Voracek, and 
his office assistants, have also taken 
orders for some $51,500 of G-bonds, 
since January 1, 1945. 
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“Copy” 


HERE 3a 


is material designed especially 
to help you with your credit 
union Publicity, Educational, 
and Promotional (PEP) pro- 
gram. Use freely in the interest 
of the credit union movement. 


(As a matter of fact, credit 
unions and credit union organi- 
zations affiliated with Cuna may 
lift any Bripce items freely for 
their publications and releases. 
All others should observe the 
copyright and obtain’ wriiten 
permission from Bripce before 
reprinting material. Suitable 
credit should, of course, be given 
in the case of signed articles and 
illustrations. Bripce need not, 
however, be mentioned as the 
source of the material, although 
where it seems suitable to do so, 
this will be appreciated.) 


We hope credit union officials 
will find these suggestions help- 
ful in preparing informational 
materials about the _ services 
their credit union offers their 
members. These may be used— 
either without change or adapt- 
ed to special uses—in payroll in- 
serts, circulars, blotters, posters, 
bulletins, advertisements, com- 
pany house organs, or other ap- 
propriate mediums at hand. 


The illustrations may be 
traced on mimeograph stencils, 
reproduced directly by a photo- 
offset process, or made into line- 
cuts for the standard letterpress 
printing. 


Each release should, of course, 
also contain full directions as to 
when and where credit union 
service may be obtained. The 
name of the credit union, its lo- 
cation, its business hours, and 
any other helpful information 
should be given. 


@ Brivce would greatly appre- 
ciate receiving copies of any and 
all publications credit unions 
issue, so that it may know what 
credit union people. are finding 
most effective, and so that it 
may pass on to others good new 
ideas developed. 
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Those Castles 


A CREDIT UNION SHARE ACCOUNT— if you 
add a bit to it every pay day—will 
help you put a foundation under your 
air castle and bring it down to earth 
A timely, economical credit union loan 
often helps too. 


Wise Men Say— 


@ An ass is an ass though laden with 
gold—Persian Proverb, quoted by La- 
DIES HOME JOURNAL. 
@ America is a nation of minorities. 
... The persecution of any minority 
is a serious threat against democracy 
. against all the minorities of which 
all of us are members.—R. T. Haslam 
@ Money will buy a dog, but it won't 
buy the wag of his tail—Tue Sra- 
rTIONER 
@ He who requires much from him- 
self and little from others will be se- 
cure from hatred.—ConFvucivs. 
@. Praise youth and it will advance to 
success.—Irish proverb. 
@ We have a rendezvous with des- 
tiny.—Franklin D. Roosevelt 





Modern Cinderella 


MaccI£E moaned as she sat looking into 
the fire dying in the fireplace, a few 
evenings before Hallowe'en. 

“I feel just like Cinderella,” she told 
her mother. “Only I know no fairy 
godmother will wave a magic wand 
over me, and I just can’t go to that 
party in the clothes I have.” 

“They are badly worn,” her mother 
admitted. “You really should have 
some new clothes, but I don’t see how 
we can get them for you now. We're 
going to have trouble paying for all 
that fuel we’ve just ordered.” 

“I've been thinking,” spoke up her 
father, putting down his paper and 
resting his pipe in his lap, “that per- 
haps it would be the wise thing for us 
to borrow some money from the credit 
union at the plant so that we can buy 
the clothes we need for winter and 
pay for that fuel, without being too 
pinched. It wouldn’t be very difficult 
to pay the loan back in monthly pay- 
ments.” 

Maggie was overwhelmed. She 
rushed over to him and said, “You 
darling,” as she kissed and hugged 
him. 

Mother wasn’t so quickly impressed. 
“What is this credit union and since 
when have you taken to borrowing 
money when you didn’t have to? I 
don’t like this business of borrowing, 
at all.” 

“I don’t either, Sue,” he said, “but 
like Joe was saying down to the plant 
the other day, sometimes it’s wise to 
use your credit. Take us now for in- 


stance. We haven’t got the cash to get 
the fuel and clothes we need, but we 
could afford to pay ten dollars a month 
for them. Since we all really need 
some new clothes very badly, and 
since you have always said you get a 
better bargain when you buy things 
for cash, I think it would pay to bor- 
row from the credit union. A hundred 
dollar loan repaid in ten monthly pay- 
ments would only cost $5.59, and | 
think it would be worth it to be able 
to buy the things now. Furthermore 
the credit union insures the loan so 
that if anything should happen to me 
you wouldn't have to pay the balance 
due.” 

“But what is this credit union?” 

“Oh, it is just an organization of us 
employees at the plant. I really didn’t 
know much about it until Joe was 
telling me about it the’other day. You 
have to be an employee of the plant 
to be a member. You are supposed to 
deposit something from your earnings 
in the credit union every pay day. And 
when you need or want some extra 
cash you apply for a loan, and if a 
credit committee (it’s made up of fel- 
low workers elected by the members 
themselves) decides the loan is for a 
worthwhile purpose, and you have a 
good credit rating, it approves the loan 
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Winter clothes. 
Winter fuel. 
Winter holidays. 
Take cash—often more 
Than one has handy. 
Then—see your credit union 
For one of its economical loans. 











A limited number of mats of the above fea 
ture, from which plates for use in printed 
publications can be economically made, are 
available from Cuna Educational Services. 
Madison 1, Wisconsin, at 20 cents each. 
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and you get the money, at a low inter- 
est cost. After the expenses of operat- 
ing the organization are paid any 
profits are handed back to the mem- 
bers according to the savings they 
have deposited.” ' 

“I think we ought to be ,saving in 
that thing, instead 
Mother said. 

But she finally agreed that it would 
be a good thing to make the loan 
Father suggested. And they all agreed 
they should build up savings in their 
credit union share account. And they 
did. 


of borrowing,” 


Illinois Pioneers 


Adopts Employee Benefit Plan 
FULL-TIME EMPLOYEES of the Illinois 
Credit Union League will acquire a 
retirement fund equivalent to 10 per 
cent of their salaries plus a share in 
the income from the fund, following 
the recent adoption by the league 
board of directors of an “Employee 
Benefit Plan.” 

Under the plan the employee con- 
tributes five per cent of his salary and 
the league adds five per cent. In addi- 
tion the league pays the cost of ad- 
ministration of the plan and “azrees to 
supplement the earnings in the plan 
so as to guarantee a two per cent an- 
nual increase in those funds.” Income 
in excess of two per cent shall be set 
aside as a reserve against possible loss 
on investments, except that the trus- 
tees may distribute any part of the 
reserve that they believe to be in 
excess of the amount needed as pro- 
tection. Such distribution shall be in 
proportion to individual interest of 
members in the fund. 

A member shall receive the full 
amount in his account, including the 
League’s contribution and earnin s 
credited to him, if he retires for ay 
reason after 10 years service (and 
after the plan has been in effect two 
years), or if he retires at any time 
because of illness or disability. In 
case of death his. heirs get the fu!l 
amount in his account. 

If he retires or is dismissed b‘ore 
he has served ten years, he shall be 
paid only his own contribution plus 
the earnings thereon. 

The plan is to be governed by three 
trustees, one to be the president o! 
the league; one to be elected by the 
directors of the league from amon? 
their number: and one to be elected 
by and from the employees. 


20 Years Service 
In lieu of its annual meeting, can- 
celed because of war restrictions. the 
Illinois Credit Union League cele- 
brated its twentieth anniversary by 
issuing an elaborate annual report and 
review of its history. 


October, 1945 
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IF A NOMINATING COMMITTEE has 
not already been appointed, it 
might well be appointed soon, 
even though annual meeting 
date is months away. It should 
be encouraged to have a meet- 
ing promptly, to plan its pro- 
gram of lining up the best pos- 
sible candidates to present to 
the annual meetings. Each mem- 
ber should be urged to keep on 
the lookout for likely leaders, 
and announcements should be 
run in the bulletin to the effect 
‘that the committee is anxious 
for suggestions. 











This report was printed on fine pa- 
per, profusely illustrated by art work 
and photographs, and contained mes- 
sages from: Illinois Governor Dwight 
H. Green; Illinois State Federation of 
Labor President R. G. Soderston: 
Western Electric Company (Haw- 
thorne Station) Vice President and 
Works Manager D. Levinger; National 
Catholic Rural Life Conference Presi- 
dent J. H. Schlarman; Cuna President 
R. A. West; and Cuna Managing Di- 
rector Tom Doig. 

A review of credit unions in Illinois 
was contributed by Presley D 
Holmes. President M. F. Gregory 
wrote the foreword as well as his 
annual report. Managing Director 
Joseph S. DeRamus as well as com- 
mittee chairmen R. S. Bass, G. B. 
Hallett, G. M. McNeil added their re- 
ports to make a largely gratifying, and 
even more promising, picture of credit 
unions in Illinois. 

Bea Bergman and Marian conducted 
a clever pen tour around the state to 
visit league directors. 

The committee responsible for this 


most attractive “convention in print’ 


were Robley Johnson, chairman; Dor- 
othy Blackburn, Bea Bergman, Marian 
Porter, and Fred Erickson. 


Somewhat Allied 


Captain Tom Benson, formerly on the 
staff of Cuna Mutual Insurance So- 
ciety, wrote recently from Germany 
that he had been given an assignment 
in Allied Military Government which 
apparently has something to do with 
the revival and supervision of Credit 
Cooperative Societies (Raiffeisen) in 
Germany. 

He said the work was interesting 
and was somewhat allied to what he 
had been doing for Cuna Mutual when 
he entered the service, but he could 
not say how long it would last 


Orders Yours Now 

For the fourth year we are planning 
to issue in January a special annual. 
meeting number of Bridge, designed 
to be distributed to the individual 
credit union member at annual meet- 
ing time. 

As in the past. the purpose of this 
issue will be to present in graphic and 
dramatic form material which will 
help the individual credit union mem- 
ber obtain an increased understanding 
of, and interest in, his credit union. 

Past issues have been very favor- 
ably received and this issue comes at 
a time when credit unions are facing 
a new period of opportunity and de- 
velopment, so the need for this presen- 
tation of the crecit union picture is un- 
doubtedly greater than ever. We are 
certainly determined to make this issue 
the greatest ever. 

In order that we may plan carefully, 
we should have your orders as soon 
as possible. We shall order a small 
extra stock, but we cannot guarantee 
delivery on orders placed after De. 
cember 15. Before you forget it, place 
your order now: one for each member 
and some extra copies to interest 
others. The cost, 5 cents each in 
bundles of 20 or more. 


Bridge 


Madison 1, Wisconsin 











Leader Dies 


Revusen B. Wuippte, Jx., president of 
the Connecticut Credit Union League, 
died of a heart attack during August. 

Mr. Whipple had been a long-time 
president of the Remington Arms 
Federal Credit Union in Bridgeport: 
had served on the league board since 
February 1941; was vice president of 
the league for two terms, and was 
serving his second term as league 
president. 

Leonard R. Nixon, managing direc- 
tor of the league, made the following 
observation about Mr. Whipple in a 
letter to Connecticut credit union 
treasurers announcing his death: 

“His calm dignified manner. his 
charming personality endeared him 
to all who knew him. His wise counsel 
and his fine leadership had done much 
to build a strong, aggressive league.” 


In Foreign Service 


A TWO-PAGE ARTICLE about the U. 5S. 
Department of State Employees Fed- 
eral Credit Union by David H. Scull, 
treasurer of the credit union, ap- 
peared in the June issue of THE 
AMERICAN ForREIGN SERVICE JOURNAL. 
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Credit Union Member Buys An 
Automobile 


‘Don't just glance over this- 
home and read an account of the 


take it 


transaction and what it costs,” head- 
lines following credit union story in 
Tne Briack-CLtawson News, B-C 
Credit Union, Hamilton, Ohio. 

During the past month a member of 
our credit union decided he needed an 
uutomobile. He came to the treasurer 
and arranged to finance the car, but 
the two decided that in an effort to get 
some concrete facts on finance charges, 
so that we could pass them along to 
our members, we would buy the car 
as though it were financed outside. 

Here is what it would have cost if 
he had gone through with the finance 
charges. The cost of the car minus the 
's down payment (required by Fed- 
eral regulation W). left $250.00 to be 
tinanced 


Finance charges $48.24 
Insurance 26.00 
Total amount of contract $324.24, 
to be paid in 12 payments of $27.02 
each. 
Now let's see what happened after 


our member came back with the above 
tivures 
er the 
loan by 


The first question was wheth- 
member wanted to secure this 
chattel mortgage or co-mak- 
This member had no trouble get- 
Had he 
debt with a chattel, the 
and the insurance would be 
retained by the credit union. Same 
would have happened with the finance 
company 


ers 
ting co-makers secured this 
original title 


policy 


So tar the score is tie 


Next came this matter of insurance. 


The borrower got in touch with his 
favorite insurance broker and _ ob- 
tained the same insurance for $16. On 


_—~~~~ ~~ ww ow Se 


this item alone the credit uniom saved 
him ten dollars. So here we go al- 
ready, score the credit union with 
saving this member $10.00. 

We are now down to the finance 
charges. The outside company asked 
$48.24 to finance $250 for a period of 
twelve months, or 19.29 per cent. His 
payments were to be $27.02 each 
month 

The contract with the eredit union 
was set for 11 payments at $20.83 each 
and one at $20.87 plus interest at the 
rate of one per cent per month on 
the unpaid balance. Let’s take a look 
at his pass book and follow each pay- 
ment for 12 months: 





Paid Balance Interest Total 
$250.00 

1. $20.83 229.17 $250 $ 23.33 
2. 20.83 208.34 2.29 23.12 
3. 20.83 187.51 2.08 22.91 
4. 20.83 166.68 1.88 22.71 
>. 20.83 145.85 1.67 22.50 
6. 20.83 125.02 1.46 22.29 
7. 20.83 104.19 1.25 22.08 
8. 20.83 83.36 1.04 21.87 
9 20.83 62.53 83 21.66 
10. 20.83 41.70 63 21.46 
ll. 20.83 20.87 42 21.25 
12. 20.87 0 21 21.08 
$250. 00 $16.26 $266.26 


Let's review these figures: the high- 
est payment in the credit union 
amounted to $23.33. In the finance 
company it was $27.02 monthly. This 
gave the member $3.69 and up each 
month to add to his savings account. 
The credit union saved this member 
$31.98 interest charges—finance com- 
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ARE YOU A MEMBER 
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} Three good reasons for Credit Union Membership! 
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pany $48.24 or 19.29 percent. Credit 
union $16.26 or 6.05 percent. Had this 
member chosen to pay the loan off 
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Advertisement of Les Angeles County Employees’ 


Credit Union. 


Los Angeles. California. im Los Angeles County Employee Magazine. 
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sy EXCHANGE 


weekly, the cost would have amount- 
ed to 5.98 percent. Here we go again, 
another saving of $31.98. 

We still have another item which 
the credit union throws in for a sort 
of good measure. A matter of loan 
protection insurance. 

The credit union insures against 
death or total disability. Should some- 
thing happen to the borrower during 
the term of the loan, the balance and 
interest is paid by the insurance com- 
pany. Cost to borrower—nothing. 
Score one more for the credit union. 
Call it what you may, we will just say 
additional service. 

In addition to the above the bor- 
rower does not have to worry about 
the time to get to the finance company 
office to make the payment when it is 
due. The credit union window is con- 
veniently located for him to take care 
of his financial problem. 


EMPLOYEES OF THE BLACK- 
CLawson Co. 


We have shown one of the many 
transactions that members of the 
credit union meet up with. Member- 
ship in the credit union is for every 
employee—it is here to serve you. 
Don’t wait until you need money, join 
now and start saving. 


Missing a Good Thing 
The following letter was received 
by the Secretary-Treasurer from a 
credit union member. What further 














Bulletin drawn by A. W. Haase and L. B. 
Zewacki and issued by Tom Iwanicki, chair. 
moan of educational committee of Sash and 
Spring Federal Credit Union. Detroit, Mich. 








testimony of the service of the E. S. 
E. O. can be made? 

“I am enclosing a check to cover the 
last payment on my note and an ap- 
plication for another loan. I am glad 
[am a member of the E. S. E. O. Cred- 
it Union. Just as I am about to re- 
cover from the shock of income tax, 
insurance premiums and other regu- 
lar expenses, my doctor advises an ex- 
pensive course of treatment. So I am 
calling for help again. 

“Any person eligible for membership 
is certainly missing a good thing when 
they fail to join."—ESEO Remrnoper, 
published by E. S. E. O. Federal Cred- 
it Union, Oklahoma City, Oklahoma. 


Looking Ahead 
THE RECENTLY ORGANIZED London, On- 
tario, and District Credit Union Chap- 
ter lists in its attractive News LETTER 
these objectives for coming months. 

1. Education of credit union mem- 
bers in the credit union and coopera- 
tive philosophy. 

2. Organization of new credit unions 
in London District. 

3. Organization of cooperative hos- 
pitalization plan for credit union 
members and their families. 

4. Assist district credit union in 
giving maximum service. 

5. Development of adequate indi- 
vidual and group insurance programs 
in cooperation with the Credit Union 
Mutual Insurance Society. 

Joseph M. Best is president of chap- 
ter; Jean Davidson, secretary. 


Prompt Action Wins 


FOR A NUMBER OF YEARS the lawyers 
of New Jersey have endeavored to 
secure passage of legislation which 
would make it a legal offense for any 
individual, organization, or business 
to execute any form of legal document 
whatever, on the theory that such 
work is rightly the function of law- 
yers, who must, incidently, be paid 
for performing these services. Since 
credit unions must execute promis- 
sory notes, wage assignments, chattel 
mortgages, conditional bills of sale, 
and perform many similar acts com- 
ing within the meaning of the Law- 
yers’ Bill, and since it would be almost 
impossible for credit unions to operate 
if they had to engage lawyers to draw 
up these papers, it was imperative that 
no such bill be allowed to become law 
unless its terms excluded credit 
unions. 

Our Legal Division was aware of 
the fact that a similar bill had again 
been introduced into the legislature 
and was astounded to learn on Satur- 
day, April 7, that the bill was expected 
to come up for vote on Monday, April 
9, and our members can appreciate 
that this called for instantaneous ac- 
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Loans Up to ~ 5,000 


Now Insured 


CUNA MUTUAL LOAN PROTECTION, 
noted for its liberal terms, has been further 
liberalized. The maximum individual loan 


which may be covered has been raised from 
$2,000 to $5,000. 


@ Now, to an even greater extent than be- 
fore, you can offer your members ‘‘personal 
loans’”’ and ‘loans to build homes’’ without 
the danger of having to ask their widows to 
pay those loans. 


@ This extra coverage has been made pos- 
sible by your support of your own insurance 
company and is another reason why you 
should get all the loan business of your 
members and potential members. 


@ Your credit union needs Cuna Mutual 
Loan Protection. Provide it. Tell your 


members you do. 


Madison |, Wisconsin 





tion. An emergency meeting of the 
board of directors was called for the 
following day, Sunday, April 8, and 
after the situation had been discussed 
in detail, a committee consisting of 
Gunnar G. Gudmundson and Thomas 
Murphy, Jr., assisted by Milton A. 
Epstein, attorney of Elizabeth, New 
Jersey, was appointed and instructed 
to seek the assistance of our friends in 
the New Jersey legislature in Trenton 
on Monday, April 9, and to do their 
utmost either to secure an amendment 
including credit unions among the 
group exempted from the provision of 
the bill, or to stop passage of the bill 
entirely. 

This committee went to Trenton on 
the following morning and contacted 
every legislator who could possibly 
help us. For two days it fought and 
when the smoke of battle had cleared 
away the bill had been returned to 
Committee. The next day the legisla- 


Cuna Mutual Insurance 
Society 


Hamilton, Ontario 





ture adjourned for the season, auto- 
matically stopping further action on 
this bill and once more leaving our 
credit unions free to carry on their 
affairs unhampered. 

There isn’t the slightest doubt that, 
but for the prompt action of your 
League, this bill would have had an 
excellent chance of passage at this 
session of the legislature and it is also 
very likely that this bill will again 
rear its head in future years. One 
thing is certain, however, and that is 
that as long as we have a Legal Divi- 
sion on the job to watch for all legisla- 
tion which might affect the welfare of 
credit unions and as long as we have 
a board of directors which is prepared 
to act instantaneously on the recom- 
mendations of the Legal Division, our 
credit unions can rest secure in the 
knowledge that their central organi- 
zation is safeguarding their interests. 
—New Jersey Crepir Union News. 
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Our Readers Write 


Wishes to Exchange Bulletins 
To THE EpItTor: 

I am interested in exchanging bul- 
letins with various credit unions ev- 
erywhere, and wonder if I may place 
an ad in Tue Brince to publicize my 
desire 

I shall appreciate any help or sug- 
gestion you may have to offer in or- 
der to consummate my plan.—E. W. 
Eubanks, treasurer, University of Illi- 
nois Employees’ Credit Union, 901 


Western Avenue, Urbana, Illinois. 


Can You Better That? 
To rHE Eprror: 

On page 180 of the August issue of 
Bripce, “Idea Exchange,” you quote 
from B. C. Creprr Untonist, re Robert 
Kiechhefer who was born on October 
8, 1944, and on October 13 was a mem- 
ber of the Star Journal Employees 
Credit Union 

I can beat that by some days—on 
April 3, 1945, my daughter Charlotte 
was born at 12:48 p.m. and before 3:00 
p.m. of April 3, 1945, was duly enrolled 
as a member of: the Sacramento 
Church Council Credit Union. Can 
you better that record?—Charles O 
Busick, Jr... Sacramento. California 

Not Yet Born 
To THE Eprror: 

We have just received today what 
we consider the most peculiar appli- 
cation for membership which we have 
encountered 

The application was made out with 
just the surname and the address. This 
was due to the fact that the one for 
whom the application was submitted 
was not yet born, and it was therefore 
impossible to state the date of birth o1 
the name of the child 

What do you think of this for get- 
ting young members??!!—H. G. Po- 
cock, secretary-treasurer, A. C. S. of 
C. (Vancouver) Credit Union. Van- 


couver, B. C. 


Champions Teachers Credit Union 
To THE EpiTor: 

In the July issue of your magazine 
[ noticed an article “Labor Foresight” 
which was a quotation from an article 
“You Can Be Your Own Banker” 
written by me in the American Fep- 
ERATIONIST. 

This article was written at the re- 
quest of the editor of the American 
FEDERATIONIST after he had read a 
much shorter article in the AMERICAN 
TEACHER. 


As treasurer of the Union Teachers 
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Credit Union, and also a union teach- 
er, I have been anxious to spread the 
importance of credit unions among 
other unions, especially teacher 
unions. For a number of years I have 
been chairman of the Credit Union 
Committee of the American Federa- 
tion of Teachers and have made re- 
ports and addresses at the annual con- 
vention meetings of the American 
Federation of Teachers fostering 
credit union movement. The board of 
directors of the Union Teachers Credit 
Union have been very anxious to 
spread credit union ideals among the 
teachers. 

I surely appreciate the quotation 
you inserted in Brivnce.—Frank X. 
Henke, treasurer Union Teachers 
Credit Union, Chicago, Illinois 


Sweat-Shop Labor? 
To THE EpIror: 

I have just finished re-reading the 
August issue of Bripce, and particu- 
larly the article, “North Dakota sets 
up a program.” I would like to take 
issue with them on section two of 
their program, relating to all credit 
unions being urged to pay patronage 
dividends. 

I have always felt that a credit un- 
ion is a Cooperative, and we intend 
to operate ours on the same basis as 
our gasoline, coal and grocery divi- 
sions. However, there is one exception 
we must make. Our credit union does 
not charge the prevailing market price 
for small loans. We operate at one 
per cent a month. All our other de- 
partments sell at market prices. and 
also pay prevailing wages. If we did 
this with our credit union division 
it would show a loss every month. 
But no, we subsidize it to the tune of 
free use of office space, office machin- 
ery, telephone, etc., not to mention 
the charity work of credit committee 














and board of directors, and lastly, the 
magnificent sum of twenty-five dol- 
lars a month to our treasurer for han- 
dling and accounting for thirty-five 
thousand dollars of assets. Naturally, 
we pay 3 per cent dividend every six 
months and are able to carry share 
and loan insurance. 

This money is not earned. It is a 
donation by the treasurer and other 
active workers. I estimate that our 
credit union cannot pay its own way 
until it has an average outstanding 
small loan balance of fifty thousand 
dollars. Until that time it is unfair 
competition to the finance companies 
operating at the legal rate of interest 
in this state, because they are paying 
their own way and must pay their em- 
ployees a living wage. If we were 
charging the going rate of interest, 
we would be well able to pay a pat- 
ronage refund. Now I do not want 
the rate increased from one per cent. 
But I do think to advocate the paying 
of refund to borrowers should wait 
until it is economically sound to do so. 

Obviously, a church can give a won- 
derful dinner for fifty cents, where 
everything including the food is do- 
nated. No restaurant could compete 
with that kind of competition. And 
they could pay a patronage dividend 
on the dinner, too. But how long 
would the people of the church con- 
tinue with their donations of food and 
time? Not more than two or three 
times a year. But the people who run 
the credit union are expected to do 
it all year round according to the 
North Dakota League. They want to 
pay two refunds—one to the borrower 
when he gets his loan at lower in- 
terest, and another at the expense of 
the people who do the work. That is 
contrary to cooperative practice and 
certainly not compatible with good 
business sense. 

It's about time our credit unions 


were beginning to stand on their own . 


feet, and if they can’t, then there is no 
reason for their existence. If all things 
are equal, wages, rent, etc., and other 
expenses, and I mean just ordinary 
living wages, then anything left at 
the end of a year’s operation is a legit- 
imate saving and can be returned to 
the members in any manner that 
seems best. Until we do this let us be 
pretty careful about calling anyone a 
loan shark—they might call us sweat- 
shoppers, and with good reason.— 
Allen J. Steele, treasurer Kenosha 
Co-op Credit Union, Kenosha, Wis- 


consin. 
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Sacramento Reports 
To THE Eprror: 

If September 1 is the date set for 
the start off of the Third Annual 
Membership—why wait for the Sep- 
tember issue of Brince to get out a 
special drive issue? It would appear 
to me, such an issue should appear at 
least one month in advance—in view 
of the fact that many boards of di- 
rectors will not meet until the middle 
of the month—and then, of course, 
there is the usual delay after the com- 
mittee is appointed before it meets and 
gets under way. 

Our experience here has been that 
the drive is over before we can get 
some, if not most, of the credit unions 
to even consider the matter. 


Hire Pusiic RELATIONS COUNSELORS 


The chapter here in Sacramento, 
two weeks ago, voted to put on a 
membership drive and made arrange- 
ments to hire a few Public Relations 
Counselors to conduct the campaign 
on the same basis the War Fund is put 
over. Our budget is $1,500. 


Att Casu LOANED 


You might be interested in one 
other thing that has been done here. 
The Sacramento County Grange Fed- 
eral Credit Union found itself with 
about three-fourths of its assets in 
cash or Government bonds and de- 
cided we had become an investment 
institution and not a credit union. We 
decided to push the sale of Treasury 
Bonds—urging our members to bor- 
row $450 to make a long story short. 
The Credit Union no longer owns any 
Government bonds nor has it any 
cash not loaned out. Instead we have 
a number of $450 loans—at 14 of 1% 
—secured by the bond—together with 
a pledge agreement. I feel quite sure 








You may print name and loca- 


—if we can do it in the Grange Credit 
Union (even though it is but a small 
Credit Union) some if not all of the 
large and small Credit Unions can do 
the same thing. Get the money out 
to the membership—and its invest- 
ment activities, dnd last but not least 
—aid the members purchase good, ne- 
gotiable bonds that can later be used 
by the member as security if he or 
she wishes a loan to buy that new car, 
washing machine or what have you. 
—Charles O. Busick, Jr., Sacramento, 
California. 


INTERESTED IN OTHER COMMENTS 


Some consideration has been given 
to making the August Bripce the spe- 
cial membership drive issue, and per- 
haps it shouid be, especially since the 
starting date of the drive has been 
moved up from September 15 to Sep- 
tember 1. We undertook to get the is- 
sue into the hands of its readers on 
or shortly after August 15. And we 
featured drive items in the June, July 
and August issues. 


However, it was felt that there was 
value in having the strongest pres- 
entation of the significance of the drive 
and of drive suggestions come at the 
time when credit unions were accel- 
erating their programs at the end of 
the summer and at the precise begin- 
ning of the drive. We would be in- 
terested in other comments. 

It might be observed, too, that we 
do not expect the individual credit 
unions to spread their concentrated 
effort over the entire three-month pe- 
riod. We imagine that they will spend 
the early days and even weeks of the 
drive in planning and building up in- 
terest for an all-out campaign of per- 
haps two weeks, more or less. The 
three-month period for the interna- 
tional drive allows credit unions lee- 
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] 9 46 Calendars Ready 


One of the most effective pieces of credit 
_ union publicity material. Advertises your credit 
| union all year. May be carried in pocket or 
| purse (2% by 3% inches). $2.75 per 100 net, plus 
| $2.75 if we imprint name and address of your 

credit union on any amount up to and including 
| first 1,000; $4.50 for 2,000 and $1.75 for each ad- 


From your league if 
it handles supplies or 


Cuna Supply Cooperative 
Madison 1, Wisconsin 


way in setting their individual schea- 
ules. 

The general plan seems to be this: 
build up period; the climactic drive; 
the follow-up period ending on De- 
cember 1; with final reports showing 
total number of new members gained 
during the whole period from Septem- 
ber 1 to December 1. 


Treasurer Wonderful 


Tue Loyatty of the (credit union) 
treasurer to the movement is wonder- 
ful. You find them where there are 
no phones, traveling half the night to 
round up credit committees or emer- 
gency loans or to inform the members 
of special meetings and socials. 

With this type of loyalty, I feel that 
we can look for a wonderful develop- 
ment this year in the interior credit 
unions.—J. W. Burns, president Brit- 
ish Columbia Credit Union League, in 
a report of a trip he made to visit 
credit unions throughout his province. 
From B. C. Crepit UNIONIST. 


Beware That Ladder 


WALKING UNDER LADDERS may or may 
not be dangerous, but climbing them 
certainly is. 

Dr. Carl N. Neupert, Wisconsin 
state health officer, says that falls from 
ladders are among the leading causes 
of accidental death and disability of 
men between the ages of 15 and 40. 

Most such accidents occur while 
working on the outside of the house or 
on trees or vines, painting, puting on 
or taking down screens, and washing 
windows. Loss of balance was the 


most frequent cause of the accidents. 

During the year, defective ladders 
caused 12 deaths in the state; ladders 
placed insecurely or at an unsafe an- 
gle caused 10. 
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“Start your 








improve - 





ments with 





this machine 





that’s a complete 











accounting system” 


You probably have plans for improving your credit 
union organization. 


Why not start your plans right now by improving 
your operating efficiency with the National Window 
Posting Machine .. . the machine that’s a complete 
accounting system for your credit union. 


This machine is designed to give you the utmost in 
protection. You get an accurate check on every trans- 
action from the second it’s made. At the end of each 
day a detailed balance and analysis of all the trans- 
actions are available. 


The National Window Posting Machine prints the 





credit union’s ledger card, the member’s receipt folder, 
and a complete journal sheet in the same operation. 
No carbon is used—all printings are original. This 
machine works well whether your employees make 
their payments in cash or through payroll deductions. 

Let the National representative show you the many 
ways this machine can help you speed service to cus- 
tomers and help you keep better records. The National 
Cash Register Company supervises the installation of 
this machine and the training of employees in its 
operation. Call your local National representative, or 
write The National Cash Register Company, Dayton 
9, Ohio. 


CASH REGISTERS ® ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 


THE NATIONAL CASH REGISTER CO. 





